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Africa Rising is a narrative which suggests that Africa’s economies are opening up to 
create a conducive environment for increasing Foreign Direct Investment (FDI) 
activities in the most attractive countries, offering the highest opportunities. As a 
result, there has been growing interest in African markets and in the last decade 
alone. South African firms have played a leading role in FDI into other African 
countries. Like other promising sectors, such as energy and mining, the financial 
services sector is among key sectors that anticipate to be a key pull factor for 
investors into the continent’s economies. However, there is limited research on the 
internationalisation of insurance providers into other African markets. A qualitative 
study was undertaken to gain a deeper understanding of the opportunities and 
challenges experienced and the actions taken to overcome the challenges in 
internationalising a South African insurance broking firm. The study sought to gather 
data from views held by executive and senior managers as well as technical staff 
employed to manage and service multinational insurance accounts in Africa where 
The insurance broking firm in the study is operating. A sample of 20 participants 
employed by The insurance broking firm in the study was selected through a 
purposive non-probability sampling technique.These participants were well 
positioned to provide insights and perspectives in relation to the research questions 
of the study. Data was collected from each participant using semi-structured, face-to-
face interviews. Each interview was recorded and transcribed as permitted by the 
participants. Qualitative content analysis was subsequently used to analyse the 
data.The study identified that The insurance broking firm in the study is using 
networks as a platform to gain entry into markets but a major finding was that 
networks have over-exposed The insurance broking firm in the study to commercial 
risks, thereby having a negative impact on the optimum potential of its 
internationalisation strategy. Recommendations informing future strategy were 







INTRODUCTION AND SCOPE OF STUDY 
1.1 Introduction and background to the study 
Insurance is a risk management tool used by individuals and firms to insulate against 
potential risks and threats to their earning capacities (Dobbyn & French, 2015). 
Business insurance is seen as an enabler in that it protects against threats such as 
material damages from perils of third party liabilities, fire, storms or the interruption of 
business operations, resulting from huge losses triggered by these perils (Thimann, 
2017:5-19).  
A firm may incur losses from employee fraud and dishonesty, or it may incur liability 
through negligent mistakes of its directors and employees. All these risks are only a 
few of the risks and threats which would directly affect the firm’s balance sheets if 
there was no risk transfer mechanism in place. In view of this, it is critical for the 
global insurance industry to place itself in a position to track and monitor risks posed 
by the ever-changing risk profiles of different entities, and call for innovative 
approaches to existing and emerging risks (Thimann, 2017:5-19). 
Economic globalisation promotes borderless trade between firms of different 
countries, and the expansion of firms into African markets has become common 
(Lam, 2014). According to (Ibeh, 2015), the economic rise of Africa is increasingly 
becoming a plausible narrative because of increased economic growth in various 
regions of the African continent. However, Nar (2018) argues that entering African 
markets is not simple and straight-forward, because these markets present diverse 
and complex environments for multinational enterprises venturing into them. 
Specifically, while the continent has attracted significant attention over the years, 
largely because of its growth prospects and rich potential, it still presents several 
challenges for South African firms seeking to expand across the continent (Stuetzel 
& Neubert, 2016).  
Many foreign firms struggle to implement the most appropriate entry strategies when 
entering foreign markets, which impedes the optimisation of perceived opportunities 
as many firms are often met with various difficulties when trying to establish a 
foothold in the market. According to Hall (2012:33), there has been a major push for 
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many South African companies to spread into the rest of Africa since the early 
2000s. For example, in 2012, South Africa alone invested in more new foreign direct 
investment ventures (FDI) across Africa than any other country in the world. Again, 
within 10 years, the number of South African ventures has increased by 
approximately 536 per cent (Alfaro & Charlton, 2013) 
A few research studies have specifically focused on how insurance broking firms 
internationalise in Africa (Boso, Adeleye, & White, 2016). This study contextualised 
the research focus by exploring how a South African insurance broking firm 
experiences internationalisation into other African markets to seek opportunities. The 
firm in the study has focused its new business development in the following regions: 
East Africa (Uganda, Tanzania, Kenya); West Africa (Ghana, Ivory Coast, Senegal, 
Nigeria); and Southern Africa (Zimbabwe, Zambia Mozambique, Madagascar, 
Malawi). This study sought to understand the opportunities and challenges of 
internationalisation from the perspective of a South African insurance broking firm.  
The last twenty years have seen a notable upsurge in the scale, scope and 
sophistication of internationalisation activities by African firms (Boso, Adeleye, & 
White, 2016: Ibeh, Wilson & Chizema, 2012). For example, Ibeh et al. (2018) found 
that the underpinning factors influencing FDI activities of the market seeking 
multinational African firms are linked to the themes of relationship 
(psychologically and institutionally), efficiency and mission-driven motivations. The 
increase in the numbers of emerging African multinationals seems to have 
corresponded with the “Africa Rising era of the last decade when the region 
experienced phenomenal economic growth” (Ibeh, 2015:32). This growth has 
resulted in increased competition between African firms and their domestic and 
regional markets, in an environment that has historically been dominated by 
overseas multinational enterprises since colonial times (Adeleye et al., 2018).  
South African firms have led the way as far as FDI in other African countries is 
concerned. Several South African companies have increased their international 
expansion in the last twenty years. For example, MTN now operates in 24 countries, 
while Telkom is in 38 African countries; Shoprite has increased its footprint in 17 
countries while Standard Bank has a presence in 20 African countries. A similar 
growth pattern can also be observed in other African multinational enterprises such 
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as the Ecobank, which is based in Togo and operates in 40 African countries.  Aliko 
Dangote’s conglomerate is in 15 countries and UBA from Nigeria operates in 20 
African countries, the Bank of Africa's headquartered in Mali has a footprint in 18 
African countries (Ibeh, 2015: Boso et al., 2016).  
The internationalisation activities of these African multinational enterprises are 
spread over all key sectors in the continent, from technology, agriculture, extractives 
and energy, pharmaceuticals, aviation, retail to financial services, communications, 
and manufacturing. South Africa and Nigeria are the two biggest economies and the 
regional economic powerhouses from which most these multinational firms originate. 
For example, from South Africa there is Standard Bank, Telkom, MTN, Shoprite, 
Bidvest, FNB, Sasol, Anglo‐American, DSTV, Dimensions Data, Aspen Pharmacare, 
Discovery, Massmart, and Barloworld. From Nigeria, there is Glo, Oando, Dangote, 
GT Bank, Access Bank, UBA, First Bank and Interswitch (Adeleye et al., 2015: Ibeh, 
2013:2015). 
More players from the rest of the continent are also emerging. Firms such as the 
Attijariwafa Bank from Morocco, Atlantic Group from Côte d'Ivoire, Groupe Sifca and 
several Kenyan firms such as Kenolkobil and Equity Bank are expanding into other 
African countries.  The scope of the international expansion of multinational 
enterprises varies from internationalising within their sub-region while others 
establish a true Pan African presence, and some firms have ventured outside the 
continent. (Adeleye et al., 2015: Ibeh, 2013:2015). 
1.2 An overview of the insurance industry- global, African and South African 
perspectives 
1.2.1 Global perspective 
1.2.1.1 Market Concentration in Global insurance  
Robeznieks (2018) explains that the regulatory requirement for financial soundness 
and compliance to stipulated solvency margins results in increased mergers and 
takeovers within the insurance industry. Larger and well-capitalised insurance 
industry firms pursue expansion and market dominance by swallowing smaller and 
sometimes struggling firms. Robeznieks (2018) concludes that consolidation results 
in a lack of competition, which leads to higher premiums for consumers. Drago et al. 
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(2017: 661-675) agree with this and affirm that market competitiveness is born out of 
entry by new industry players. 
Table 1.1 Global Product line of business 
 
Product class USD billion 
Motor 775 









1.2.2 African perspective 
An article in the June 2018 Atlas magazine confirmed that the African insurance 
industry is doing well (Atlas Magazine, 2018). In 2017, gross premiums from the 
African market increased by 12.26% compared to that of the global level which rose 
by 4.01%. In 2017, Africa accounted for a total of 66.691 million USD underwritten 
premiums compared to 59.408 million USD in 2016 (Atlas Magazine, 2018). Life 
insurance grew by 13.7% while short term insurance increased by 9.27% from 
21.792 million USD (KMPG Insurance Survey 2017). South Africa is still at the top of 
the ranking with a market share of 71.7%. It is followed by Morocco (5.6%), Kenya 
(3%) and Egypt (2.4%) (Atlas Magazine, 2018). 
The insurance industry continues to benefit from the continent’s abundant natural 
resources as several African economies thrive on the extractive sector (Adeleye & 
Boso, 2016). Another positive factor adding momentum to Africa’s insurance industry 
outlook is the fact that the continent’s young population and the growing middle class 
and rural to urban migration compounded by the advent of new technologies and 
positive economic performance in several African countries is increasing, thereby 
proving market growth opportunities for the insurance industry (Abotsi, 2015). This is 
notwithstanding that some African economies are still struggling (African Insurance 
Organisation, 2018:7-9).  
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The insurance barometer report of 2018 reports that there is cut-throat competition in 
African insurance markets, which results in excess capacity and in softening of 
markets as insurance firms compete for the same cake (African Insurance 
Organisation,2018: 18). The declining rates force regulators to start to protect 
domestic insurers and associated industry sectors from foreign competitors by 
imposing higher barriers of entry (African Insurance Organisation, 2018:40). One of 
the downsides of protectionism is that it weakens the market’s ability to diversify 
risks and limits the domestic country’s access to international expertise. According to 
the AIO report of 2018, insurers have often highlighted that critical skills, such as 
actuaries needed to design and develop models for expanding new product suites to 
target new customer segments and markets are highly scarce.  
1.2.2.1 Penetrating the Insurance market in Africa 
According to the AIO 2018 Insurance Barometer Report, the rate of penetrating the 
insurance industry in Africa is very low, which presents one of the greatest 
opportunities on the continent (African Insurance Organisation, 2018:47- 49). There 
are low levels of insurance uptake across the continent’s economies. This is 
influenced by factors such as one highlighted above that the continents economic 
outlook is positive and promises a growing appetite and uptake of insurance 
products (African Insurance Organisation, 2018). The low insurance penetration rate 
signifies that African markets possess the potential for growth and development to 
allow the industry to keep up with economic growth.  
Insurers and insurance industry players are positioning themselves to take 
advantage of upward economic swings by introducing new product offerings and 
expanding distribution platforms for those products. The advent of insure tech 
provides a platform of doing business efficiently and for industry players to be more 
innovative while at the same time bridging geographic limitations between countries, 
thus truly achieving the goal of global trade.  
According to the PwC Market Centre analysis Axco report (2018), South Africa 
accounts for the biggest insurance penetration standing at 17 per cent whilst the next 
country with highest penetration rate is Namibia which stands at 6.69 per cent.The 
study shows that some of the continents large economies such as Nigeria have a 
penetration rate as low as 0.3 per cent. This is an opportunity for the insurance 
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broking firm in the study because such markets will have more potential customers 
for the firm. 
A discussion to be included in this study was the issue of how regional integration 
has influenced the architecture of insurance markets in Africa. In West Africa, for 
example, there is a regional insurance industry body called the Conférence 
Interafricaine des Marches’ d'Assurances (CIMA), which operates in 15 Francophone 
African countries, mainly in West and Central Africa. This body includes at least 16 
countries from West and Central Africa. These countries effectively transferred 
nearly all legislative, supervisory and regulatory authority to CIMA when the CIMA 
Code became effective on 15 February 1995 to create one set of insurance laws and 
oversight authority. 
CIMA's aim is to create a single, stable, and larger insurance market for 
policyholders’ benefit and protection. It is the national standardising body responsible 
for the establishment of industry supervisory standards and guidelines. The 
insurance broking firm in the study’s internationalisation strategy into countries such 
as Senegal and Ivory Coast has to take into account the role and impact of the CIMA 
in these countries. 
Regional integration has a bearing on the internationalisation strategy of The 
insurance broking firm in the study, particularly because it may be logical and easier 
to use a similar strategic approach in specific locations due to common rules and 
regulations applicable in those regions. According to the KMPG (2016) report, Kenya 
has been leading the process of pushing for regional integration within the EAC 
through the Insurance Amendment Act (2014). Subsequently, the Act was amended 
to outlaw the registration of certain persons as insurers they met on the condition of 
having at least one third ownership by citizens who are registered under the 
Companies Act. Under the same Act, the minimum capital requirements apply to 
citizens of EAC partner states. 
Moreover, the Act provides that no broker can be licensed unless it is established as 
an incorporated firm under the Act with a capital payable of not less than 1 million 
Kenyan shillings, of which not less than 60 per cent must be owned by citizens of the 
EAC partner states, or is in total ownership by government. (KMPG,2016). 
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1.2.3 South African perspective 
South Africa still ranks high in Africa with a market share of 71.7% (Global insurance 
trends analysis 2018 – EY). The industry announced a 4.2 per cent rise in gross paid 
premiums of R92.1 billion in 2016 compared with the R88.4 billion paid in 2015 
(KMPG, 2017). A combined ratio loss ratio of 93.6% was recorded in 2016 against 
94.1% in 2015. South Africa is hailed to have one of the soundest and well-regulated 
financial services in the world, given its very high insurance penetration rate (14%) in 
Africa (KMPG, 2017). 
It is estimated that the African insurance industry is worth $63 billion, 80 per cent of 
which comes from South Africa. The EAC region markets collectively total $3.97 
billion, and the rest of Africa is estimated to be worth a combined total of $15 billion 
Dutiro (2017).  The absence of catastrophe losses has influenced the recent positive 
improvements and positive underwriting results posted by insurers. In 2013 insurers 
paid out in excess of R2.4 billion in catastrophe linked claims, whereas 2014 was 
limited to Gauteng’s earth tremor. The year 2015 also was not too bad for insurers 
from a claims perspective. Claims management and correct underwriting practice 
have become the major focus of most insurers as they endeavour to rebuild their 
profit margins. 
1.2.3.1 Insurance consumer behaviour in South Africa 
The South African insurance industry continues to be a challenging operating 
landscape (ASISA, 2016)  for all industry players, which is in sharp contrast with 
macro-level indicators, and suggests that South Africa should carry on as a growth 
market for the insurance industry (SARB, 2016). Further to the high competitive and 
challenging operating environment industry, players now have to contend with 
digitisation and non-conventional insurance products coming into the market (ASISA, 
2016). Consumer behaviour is changing rapidly and customers’ disposable incomes 
are under continuous pressure and are shrinking (Weiss & Sachdeva, 2016).  
There is, however, a glimmer of hope for the industry considering that most South 
Africans are uninsured or underinsured (Weiss & Sachdeva, 2016). This is an 
opportunity for the industry, confirmed by studies and statistics released by the 
South African Reserve Bank (SARB) and the Association for Savings and 
Investments South Africa (ASISA) (ASISA, 2016: SARB,2016). The existing 
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opportunities also have to be considered in light of high consumer indebtedness, and 
statistics reveal that almost 10 million South Africans have an impaired credit profile 
(Weiss & Sachdeva, 2016). High levels of unemployment delay employment growth 
and industry confidence due to similar adverse effects on the South African 
insurance market (SARB, 2016). These issues have become some of the push 
factors that have led to some large insurance industry players looking elsewhere for 
growth and expansion, hence their spread into other African and Asian markets. 
Insurance firms such as Sanlam, Old Mutual, Liberty and Momentum have confirmed 
that they have set aside substantial capital meant for FDI activities in other markets 
outside South Africa. (Weiss & Sachdeva, 2016)  
The changing operating environment and evolving consumer needs have led to 
rising expectations (KMPG, 2016) and consumers hold insurance industry players to 
higher standards (Weiss & Sachdeva, 2016). Simple, transparent customer 
experience is what the modern consumer is looking for. This experience has to 
remain consistent, extending across different channels and devices. The bar has 
been set high by digital leaders such as Takealot, Amazon, Zando, Google and 
Apple and consumers’ expectations is heightened through their experiences on such 
platforms (Weiss & Sachdeva, 2016). The South African Insurance industry product 
distribution channels are dominated by intermediaries and call centres, which may 
not portray a desirable consumer experience when judged against the customer 
experience offered by leading online platforms (ASISA, 2016).  
Disruptors take advantage of the gap between heightened consumer expectations, 
particularly from the growing middle class and younger consumers and the poor 
customer experience they experience when interfacing with most industry players 
(IMF, 2016). The disruptors, therefore, make inroads into the traditional insurer 
market spaces, thereby forcing the insurance industry players to innovate and 
enhance their capabilities to remain competitive and able to satisfy the expectation of 
their more informed and impatient customers. A report by Gartner (2018) revealed 
that 64 per cent of the large firms in global markets have spent resources in 




One of the fundamental challenges that exist for industry players is that customers 
now expect to interact more than once a year with their insurance companies (Weiss 
& Sachdeva, 2016). Most insurance business placed with insurance companies is 
intermediated, which has created a need for insurers to capacitate their 
intermediaries and engage consumers in line with consumer expectations (S & S 
Analytica, 2016: Rashid, 2016). These factors influence all insurance industry 
players to focus on improving customer experience as a top priority, which will have 
a positive impact on increasing consumer appetite for insurance in the future (Weiss 
& Sachdeva, 2016). 
The next section of this study focused on the insurance broking sector in South 
Africa. This important because of the need to contextualise the business operating 
environment of the insurance broking firm in the study as well as to understand its 
market positioning in its home in South Africa. 
1.2.3.2 Ranking of short term insurance brokers in South Africa 
Traditionally, the short-term insurance market in South Africa is seen as dominated 
by intermediaries, meaning that much of the insurance sales volumes are channelled 
through by independent insurance brokers (S&S Analytica, 2016). Added to that, the 
insurance broking sector is highly competitive with numerous independent brokers 
writing insurance business in the personal lines, consumer, commercial and 
corporate sectors or a mix of all these. It was, therefore, necessary for this study to 
take a closer focus on the structure and size of the insurance broking sector of South 
Africa to provide an in-depth understanding of this as well as to understand the 
market position of the insurance broking firm in the study within the South African 
insurance market.  
S & S Analytica (2016) undertook a survey of some of the larger short term 
insurance brokers and insurers in South Africa to gain a better understanding of the 
market. At the time, the survey revealed that there were six short-term insurance 
brokers that were each putting in a total business in excess of R1.75 per year, which 
is referred to as Tier 1, or mega firms. 
The survey further suggests that the Tier 1 firms contribute a total of 21 percent of 
the market totalling around R19bn of the R90bn placed in 2015 combined. Tier 2 
brokers position a total of between R1 billion and R1.75 billion, and the survey shows 
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that around three brokers are in this group. Brokers with a total value of R500 million 
to R1 billion fell into Tier 3, with around 10 brokers within this category.  
Medium brokers fall in Tier 4, which place a total of R50 million and R 250 
million.There are approximately about 20 brokers within this category. Tier 5 brokers 
place R50 million or less, and it estimates that there are 150 medium brokers in this 
category. Lastly, Tier 6 consists of smaller brokers, placing less than R50 million 
worth of business. The number of brokers in this category is estimated at around 
6000 brokers. 
This study needed to include a discussion of internationalisation models of 
competitors of the insurance broking firm in the study to provide both a broader focus 
on how other insurance broking firms engage in international expansion, while also 
providing a departure point for analysing the strategies that the insurance broking 
firm in the study is implementing in its internationalisation process. The next section 
covers this discussion.  
1.2.3.3 Internationalisation and operating models of international competitors 
of Firm X 
Despite the competitive nature of the African short term insurance broking industry, 
African insurance broking firms with international capabilities are few; and this space 
is dominated by international broking firms such as Aon, Marsh & McLennan and 
other global firms from Europe. The section that follows focuses on some of the 
leading Insurance broking firms and insurance companies that have expanded their 
operations into Africa. 
Study of Aon's entry strategy by Rashid (2016) shows that Aon uses long-term 
orientations and low uncertainty to ensure the sustainability of its internationalisation 
process. 
Rashid’s (2016) analysis of Aon’s entry strategy reveals that Aon uses long-term 
orientations and low uncertainty to ensure the sustainability of its internationalisation 
process. Rashid (2016) further noted that Aon seems to have utilised the agency 
approach strategy to enter some territories while some of its business units follow 
the Uppsala model. Rashid (2016) continues to assert that companies with global 
ambitions must prepare and increase their internationalisation strategy in line with 
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the firm’s own corporate culture as well as with country cultures, where higher 
international orientation exists. 
Marsh & McLennan Companies are expanding their scope organically as well as 
through acquisition. Various major international acquisitions in South America, 
Europe and the Middle East have contributed to this expansion.  In Africa, MMI uses 
mobile technology as a tool for education and distribution.  According to a statement 
in MMI’s website, “The race for Africa’s insurance market will be won or lost on the 
ability to integrate insurance offerings with mobile networks”. (Marsh & McLennan 
2017:5). As part of tapping into this opportunity, MMI has embarked on initiatives 
aimed at the provision of health and other insurance products to their clients through 
the use of mobile networks. The presence of MMI for almost over four decades in 11 
African countries provides it with a strong opportunity to access Africa’s growing 
young and employed population. Estimations are that a decade from now, MMI will 
enjoy a growth of between 15-20 per cent of its earnings coming from its Africa-
based business (Marsh & McLennan, 2017). 
GIB is a South African insurance broking firm that specialises in the commercial 
short term and corporate insurance broking. GIB has ventured into international 
business territory. It does not operate any offices outside South Africa, and yet it has 
trailed the business of its multinational clients into various African countries.  
GIB aligns itself internationally through partnering with locally licensed brokers. This 
approach has prompted GIB to establish a network of insurance brokers in 28 
countries spread across the continent. The network is called The GIB Africa Alliance 
and has a rigorous vetting process ensure that the brokers included in the network 
partnership are identified as the cream of the crop in their respective countries. (GIB, 
2019). 
An article written by Gamiet (2015) in the CA Global online portal reports that Africa’s 
insurance market is thriving more than ever. “Big name” insurance companies such 
as Sanlam, Old Mutual and Liberty have already began internationalising into the 
rest of Africa from South Africa; the general trend of MNEs which looks at expanding 
into Africa also includes larger multinational  insurance firms who are now focusing 
on Africa for their expansion and growth.  
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Old Mutual is listed both on the Johannesburg Stock Exchange (JSE) as well as the 
London Stock Exchange (LSE), with a mergers and acquisitions purse containing 
R1.4 billion for the ‘rest of Africa’, operating in seven African countries outside of 
South Africa. Old Mutual market share on their ‘rest of Africa’ new business is made 
up of 14% Gamiet (2015) 
The size of new business for Liberty in the ‘rest of Africa’ markets is around 3% with 
operations spread across 15 African countries outside South Africa (Gamiet, 
2015).The next section focuses on the internationalisation of the firm and explains 
nine main reasons that influence this strategic decision and action. 
1.3 Internationalisation of the firm  
This section is shaped by discussions from Martynoga and Jankoska (2017), who 
postulate that the commencement of a firm’s international activities is underpinned 
by the following factors: 
1.3.1 Acquiring knowledge and establishing relationships with foreign firms 
in selected foreign markets 
The initial interaction between the firm and an international market may be a result of 
a direct export transaction by the firm to a foreign customer, or it may arise from an 
unsolicited approach by the foreign customer after seeing the firm’s products or 
services showcased in some international trade platform, such as a trade fair 
(Cavusgul, Knight & Rosenburger, 2017:75).  
This initial exposure to international trade then becomes the stimulant for the firm to 
develop an interest in exploring international trade. However, at this point the firm 
has no or little knowledge about the foreign market it intends to expand into. The firm 
is venturing into unknown territory, therefore it becomes imperative to develop long-
standing relationships with strategic partner firms in the foreign environment 
(Martynoga & Jankoska, 2017). The Uppsala model describes a staged pattern of 
foreign market entry in which prospective MNCs begin to deploy their resources in 
one or few neighbouring countries rather than investing in several countries at the 
same time. Entry into a foreign market is carried out prudently, progressively, and in 
accordance to the firm’s learning progress (Experimental market knowledge). 
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1.3.2 Developing and improving the firm’s internal structures which prepare it 
for international expansion 
This speaks to the requirement for the firm to strengthen its internal capabilities as 
this will increase its capacity and ability to conduct its business competently and 
efficiently (Peng & Meyer, 2016).  
1.3.3 Shaping, developing and creating an official internationalisation 
strategy 
This might perhaps be the most important part of the internationalisation process. 
The strategy is the game plan that the firm’s management implements to achieve its 
objectives (Ibeh, 2015). The firm must be able to set a plan that is precise on how it 
intends to obtain knowledge and experience of the targeted foreign market, how and 
when it will enter the foreign market, the type of partner firms it will align itself with 
and how it will manage all the risks associated with international trade (Cavusgul, 
Knight & Rosenburger, 2017).  
1.3.4 Shaping of connections by network leaders 
This means that the firm has to establish strong stakeholder engagements, 
particularly with partner firms, which is an ongoing process throughout the existence 
of partner relationships. 
The insurance broking firm in the study in the study was incorporated in South Africa 
in 2008. The firm was born out of a partnership between an Indian investor and a 
South African insurance broking firm. The firm focuses mainly on providing 
commercial and corporate insurance services; it also provides risk advisory services. 
The South African insurance market is the biggest and most mature in Sub-Saharan 
Africa with a penetration rate of 16.99% in 2017 followed by countries such as 
Namibia, Lesotho, Mauritius and Zimbabwe, their penetration ranges between 4-7%. 
(Bluestream Research, 2016). The insurance broking firm in the study is a 100% 
South African entity and this provides it with the advantages of originating from a 
stronger and sophisticated economy and a well-regulated environment.  According to 
to the market tier analysis system, the firm can be categorised as a Tier 4 insurance 
broker (gross annual premiums placed to the insurance market are over R250 
million). FThe headquarters of the insurance broking firm in the study are in 
Johannesburg, South Africa, and has a national branch network of five local offices. 
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The firm is headed by managing director and under him is the operations director 
and finance director. The operations director is the appointed and authorised key 
individual responsible for oversight and day to day overall management of the firm. 
The firm has a board comprising six non-executive directors who come from various 
backgrounds such as law, risk management, finance and insurance.  
 
Firm X is accredited with the Lloyds of London market and has access to the best 
markets and sophisticated markets in the world. This is a privileged and prestigious 
market position for the firm. Insurance is a risk transfer mechanism and the concept 
of insurance is based on spreading or sharing risks in exchange for a payment or 
premium. It therefore follows that the risk carrier upon whom risks are transferred is 
financially capable to bear those risks and can take on more. The Lloyds of London 
is the world’s oldest insurance market and comprises syndicates who write different 
kinds of insurance business and take on the world’s most sophisticated risks 
(Bluestream Research, 2016). In 2014 the board decided to diversify its operation 
and engage in an aggressive new business development drive, which meant that 
certain strategic decisions had to be made. The board decided to focus on the firm’s 
growth and expansion strategy on internationalisation. The decision to 
internationalise was because the firm was receiving a significant number of inquiries 
from outside South Africa’s borders due to their access to superior overseas 
markets. The firm also closed significant deals of Indian origin with business 
interests in the African continent. 
  
These new business referrals came as a result of the firm’s association with an 
Indian investor. Further, the firm’s own serviced a larger number of South African 
multinational enterprises who were expanding into Africa. The reasons strengthened 
the business case for internationalising into Africa. In 2015 the board announced to 
its staff the strategic decision it had made to focus on engaging in international 
business. The focus was to tap into the three main sources of international business: 
1) inquiries from other countries for placement of sophisticated risks in international 
markets; 2) pursuing new business opportunities on investments of Indian origin 
across the continent; and 3) following and tracking the firm’s South African 
customers that are investing in Africa. 
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The firm is licensed to operate only in South Africa and has sought means to enter 
foreign African markets. Hence the purpose of this study was to focus on the 
challenges and opportunities that the South African insurance broking firm is 
encountering, and what actions it is implementing to overcome challenges during the 
internationalisation process. 
1.4 Reasons why firms internationalise  
1.4.1 Seeking growth and expansion opportunities through market 
diversification 
One of the main motives driving the internationalisation of the firm is to obtain first-
mover advantages in targeted foreign markets ahead of competition. Firms aim for  
strategic benefits such as competitive position, brand image, technological 
leadership and customer loyalty. Additionally, vertical integration in several foreign 
territories may result from internationalising the firm. For example, a firm specialising 
in drilling and oil exploration may decide to incorporate downstream activities of its 
value chain by  investing in an oil refinery within a market where its refined oil 
products are consumed.  The firm firm therefore stands to: 
 increase its eanings and profits through earning higher margins; and 
 obtain new ideas. 
Utilising non tangible assets such as marketing expertise, specialised technology 
and management expertise lead to economies of scope. The firm can deploy these 
resources in foreign markets, and may earn increamental revenues at minimal costs.  
1.4.2 Serving key customers that have relocated abroad 
Another pull factor for firms to internationalise is the need to serve key customers 
that have expanded into other countries. Proximity to foreign customers is an 
important driver of overseas investment. 
1.4.3 Moving nearer to supply sources, tap into global sourcing advantages, 
or gain flexibility in product sourcing 
Several American multinational enterprises such as Coca-Cola, Otis, Boeing, Intel, 
Microsoft and Alcatel-Lucent set up part of their operations and  production facilities 
in China’s special economic zones with a motive to access significantly lower tax 
rate than is applicable in their home country.  
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1.4.4 Gaining access to lower-cost, or better value factors of production 
China has featured as a preferred location for several firms seeking access to lower-
cost factors of production, For instance, automakers, such as the French Peugeot-
Citroen have set up some of their production plants there with a motive to beat 
competitors who are keen to enter that market. A more relaxed tax regime and 
decreased costs of production factors prevailing in some forign countries allow for 
firms to earn higher margins . 
1.4.5 Developing economies of scale in sourcing production, marketing and 
Research and Development 
Caves (1974:1996; 2000) provides a concise analysis of these factors: economies of 
location, economies of scale, and economies of scope. Caves defines economies of 
location as cost efficiencies derived from a geographic location that the firm can 
benefit from by shifting  some of its activities to other countries. Cost efficiencies can 
be derived from inexpensive labour or cheaper raw materials, superior labour skills, 
or minimisation of carriage or tariff costs. Caves explains that economies of scale are 
achieved through reducing costs of production as a result of a growth of sales in new 
markets when fixed costs are amortised through higher volumes of units sold, thus 
lowering the production cost per unit.  
1.4.6 Challenging international competitors more successfully or frustrate the 
growth of competitors in the firm’s domestic market 
Firms internationalise in order to position themselves to confront international 
competitors (Falvey, Greenaway & Silva, 2018). Internationalisation can also be 
influenced by the firm’s motive to shield and retain its market strength or competitive 
advantage in the face of pressures from domestic competition or changes in state 
policies (Lordkipanidze, 2018).  
1.4.7 Seeking and creating potentially paying relationships with foreign 
partner 
Inter-firm collaborations happen through various arrangements. A simple 
classification is either vertical or horizontal (Chainarongsophon & Zhang, 2019). 
Rindfleisch (2000) defined horizontal interdependent firms as those who compete 
with each other in acquiring similar resources and selling similar products and 
services. Horizontal strategic alliances are created by peer firms within a value chain 
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for purposes of performing business activities; collaborating firms are more or less 
direct or indirect competitors (Muller et al., 2018:83-94). On the other hand, vertical 
collaboration can be described as two types of relationships between firms. The first 
type is the symbiotically interfirm relation, in which partnering firms complement each 
other in the rendering of services, but not necessarily controlling resources required 
by the other. The second vertical type is the vertical interdependent relationship in 
which one partner firm is able to control the resources that other partner firms need 
(Muller et al., 2018:83-94: Chainarongsophon & Zhang, 2019).  
1.5 Research problem statement 
Africa’s positive economic outlook is driven by private sector development, a growing 
young population and a growing middle class (Kroeker, O’Kane & Scharrer, 2018: 
Neubert & Stoll, 2018: James, 2019). Boso, Adeleye and Chezema (2019) state that 
the current incremental internationalisation of firms into Africa, is largely linked to 
progress in private‐sector growth as well as regional integration (Ighobor, 2019). 
These positive factors are likely to continue. The expectation by international 
investors is that they will remain unchanged shortly, therefore opportunities abound 
for more internationalisation activities (Chezema, 2019).  
However, a further probing of these positive aspects of Africa’s growth prospects has 
revealed some problems for South African insurance broking firms. Studies 
conducted by Robeznieks (2018) and Drago et al. (2017) challenge the notion that 
Africa’s markets are necessarily open and accessible for South African insurance 
broking firms aspiring to expand into the continent. Such contrasting views question 
the existence of sustainable opportunities in internationalising into African markets 
and the business case for such activities especially by South African insurance 
broking firms.  Another problem is mentioned in Stoddard (2019) who posits that the 
multinational insurance broking sector in Africa is highly concentrated, and it is 
dominated by larger, well-capitalised European insurance broking firms that can 
defend their leading market positions. (Webb, 2007:666-667: Johns & Inngs,2011:1-
15: Stoddard, 2019) all advance the view that South African firms still have limited 
experience in internationalising due to historic issues such as the fact that South 
Africa was previously a closed economy .This submission stimulates the idea that 
there may be few real opportunities that can justify a strong business case for 
internationalising into African markets.  
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Challenges and threats associated with internationalising into African markets are 
mentioned in the works of Cavusgul, Knight and Rosenburger (2017) who reveal the 
four major types of risk in internationalisation. These risk categories are: Cross-
cultural risk (De Mooij, 2015: Nobre et al., 2016:314-322: Shepherd & Lewis-
Fernandez, 2016:427: Cavusgul, Knight & Rosenburger, 2017:44: Kim, 2017).   
Country risk: (Zaremba, 2016:226-233: Cavusgul, Knight & Rosenburger, 2017:45: 
Husted, & de Sousa-Filho, 2017:93-102: Brown, Cavusgil, & Lord, 2015:246-265:). 
Currency (financial) risk: (Hassanain, 2015: 780-85: Du & Schreger, 2016: 1027-
1070: Cavusgul, Knight & Rosenburger, 2017:45) and Commercial risk: (Plomaritou 
& Nikolaides, 2016: 261-268: Cavusgul, Knight & Rosenburger, 2017: Toumi, Viviani 
& Chayeh, 2019:18-31).  
This study sought to explore the opportunities and challenges experienced by a 
South African insurance broking firm and the strategies it has employed in 
internationalising into other African markets. 
 
1.6 Research objectives 
 to identify opportunities that the South African insurance broking firm 
encounters during the internationalisation process; 
 to understand what challenges are experienced by the South African 
insurance firm during the internationalisation process into the African 
insurance market; and 
 to develop strategies that the South African insurance broking firm can 
implement to successfully manage the challenges encountered during the 
internationalisation process into other African countries.  
1.7 Research questions 
1) What opportunities can be identified by the South African insurance broking 
firm during the internationalisation process to other African countries? 
2) What challenges are experienced by the South African insurance broking firm 
during the internationalisation process into the African insurance market? 
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3) What strategies can the South African insurance broking firm implement to 
successfully manage the challenges experienced during the 
internationalisation process into African countries? 
1.8 Research methodology 
This was a qualitative study and its focus was to gain an understanding of how 
research participants perceived and interacted with their world. (Ormston et al., 
2014). The interpretivist approach was preferred for this study over positivism. This 
was  because the interpretivism approach is based on the idea that our perception 
and consciousness of reality is a social construct created by human actors 
(Goldkuhl, 2012: Gray, 2013: Jameel, Shaheen & Majid, 2018).  
The research method used was face to face semi-structured interviews. This was 
used because it made it possible for the researcher to collect data from key sources 
who posessed personal experiences, attitudes, perceptions and beliefs related to the 
topic of interest. The sampling method used in this study was a non-probability, 
purposive sampling technique. This sampling technique was suited for this study as 
it made it possible for the researcher to apply judgement in actively selecting 
research participants best suited to respond to the research questions (Serra, Psarra 
& O'Brien, 2018:58-74) . Furthermore it was best suited for this study given its 
convenience and budget limitations. 
The study used a sample of twenty employees of the South African insurance 
broking firm selected for interviews.  The primary data collection method utilised was 
face to face semi-structured interviews. The researcher developed an interview 
guide containing the research questions, provided in Appendix 2 of this research 
report. The researcher anticipated  cases where face-to-face interviews may have 
not been possible due to distance and time constraints, so it was planned to make 
provision for  interview questions which matched the interview guide verbatim were 
sent to relevant persons. This study utilised qualitative data analysis, which included 
the use of tools such as qualitative data coding.  
1.9 Research limitations 
This study was conducted in Gauteng in the city of Johannesburg South Africa.  
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1.10 Definition of key concepts 
1.10.1 Internationalisation 
Internationalisation is the expansion of a firm into international markets outside of its 
home country (Dagen et al., 2019). 
1.10.2 Multinational Enterprises 
Multinational natational corporations is a term used to describe firms that produce 
goods or render services in more than one country through their globalised systems 
(ILO 2019). 
1.10.3 Economic Globalisation 
Economic Globalisation refers to the rise of international linkage of economic 
systems (Albrow & King, 1990.) Globalisation is viewed from different perspectives 
such as the view that it mainly relates to FDI Bende-Nabende (2017), or that it is the 
internationalisation of local economies which results in the translation of dominant 
international behaviours or culture into the local environment (Spring, 2016).  
1.10.4 Long term insurance and short term insurance 
Long term or life insurance refers to the insurance of the life of an individual while 
short term insurance refers to an annual contract of indemnity where the one party 
(the insurer) promises to indemnify the other party (the insured) in the event of loss 
or damage to property arising from a specified peril such as fire, theft, accidental 
damage. Short term insurance also protects the insured against third party liability 
arising from the insured’s business activities or personal liability. 
1.10.5 Global broker 
A global broker is an insurance intermediary firm that operates in multiple 
countries. A broking firm is admitted if it possesses an operating licence in the 
local territory and is non-admitted if it does not possess a local licence to conduct 
insurance business (Staff, S.O.A., 2018: Sando, 2019).  
1.10.6 Local broker 
A local broker is an insurance intermediary that is licensed and authorised to conduct 
insurance business in the local territory (Staff, S.O.A., 2018: Sando, 2019).  
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1.10.7 Broker Network 
Global brokers partner with locally licenced brokers in multiple territories (where they 
are not admitted) for fronting arrangements to comply with regulatory requirements. 
Global brokers create networks comprising several local brokers and rely on these 
networks to manage insurance programs in multiple countries (Sando, 2019). 
1.10.8 Multinational insurance program 
Multinational enterprises are businesses that foreign direct investment and have 
operations in multiple foreign countries (Peng & Meyer, 2016:588). Multinational 
enterprises manage risks through insurance and require specially adapted cost-
effective insurance programmes to provide maximum protection across all their 
markets. A multinational insurance programme is a master insurance policy issued in 
the firm’s country of origin and local policies are issued in the various territories to 
mirror the terms and conditions of the original master policy. 
1.10.9 Admitted and non-admitted insurance   
An admitted insurance firm or intermediary is approved and authorised to conduct 
insurance business in the country by the state’s insurance licencing and regulatory 
body, whereas a non-admitted insurance firm is a foreign insurance firm or 
intermediary that has not been granted permission to operate or conduct 
insurance business within the local market. All admitted insurance firms and 
intermediaries must comply with all state regulations regarding conducting 
insurance business (Staff, S.O.A., 2018: Sando, 2019).  
1.11 Chapter outline 
Chapter 1: Introduction, research questions and problem statement 
The first chapter presented a brief introduction to provide the background and 
rationale of the study. It describes the problem statement and covers the purpose of 
the study, and a brief outline of the research objectives. The problem statement is 
grounded in literature. The chapter provides a snap view of what is to be expected in 
the research methodology and  include the limitations of the study. 




The literature study focused on extensive literature review, providing an in-depth 
analysis of both classic and contemporary literature on internationalisation theory.  
Chapter 3- Litarature review – The Political Economy of Foreign Expansion into 
Africa 
The second part of the study focused on key risks experienced during the 
internationalisation process and explored the threat of these challenges in theory. 
Chapter 4 - Research Methodology  
This chapter unpacked the research paradigm and theory in general and concerning 
the study (what, why, how), and discussed the approach and theory used in general. 
It covered methods of data collection, participants, sampling, data collection and 
data handling, data quality and ethics. 
 Chapter 5:- Data Analysis 
This chapter focused on data analysis and discussed and provided the background 
of the firm, its history vision and purpose. Firm-level factors and issues such as the 
internal and external environment of the firm were explored and analysed. Data 
collected from primary and secondary sources was categorised and reviewed 
systematically to arrive in findings and to draw the conclusions. 
Chapter 6: Research findings and recommendations 
Chapter five presented a consolidation of discussions in chapter two, three and four 
of the study. The consolidation lead to findings which informed a detailed conclusion. 
Chapter 7: Conclusion 
This chapter drew conclusions based on theory, analysed data and the research 





THE THEORIES AND CONCEPTUAL PRAXIS OF INTERNATIONALISATION 
2.1 Introduction 
Pearson (2015) highlights that increased globalisation results in complex risk 
exposures for multinational enterprises that require suitably tailored insurance 
products. Insurance firms and their intermidiaries must align themselves to these 
contextual realities in an appropriate manner in order to tap into the opportunities 
created in international business by their clients that venture into foreign markets 
(Njegomir & Marović 2012: Ciravegna et al., 2018:1200-2012: Buckner & Stein, 
2020:151-166).  
The insurance industry must position itself in a manner that corresponds with the 
trends of globalisation such as technological advancements through InsureTech 
(Elite Asia, 2017). However, as internationalising is coming to the fore for the 
insurance industry as a key strategy, factors associated with risks of 
internationalisation must be considered which require further probing in this research 
study (Geneva Association 2014: Roberto,2016: Cavusgul, Knight & Rosenburger, 
2017).  
Existing literature mainly focuses on the internationalisation of insurance broking 
firms in developed markets such as the UK (Reyes et al., 2015: Lawrence, 2018:239-
249) internationalising a financial firm in small developing markets. There is  limited 
research  that focuses on internationalisation into Africa by an African insurance 
broking firm. Therefore this study sought to understand the internationalisation 
process, the challenges opportunities and strategies which Firm X employed in 
navigating its environment in its quest for internationalising into other African 
markets. The bedrock of this study was why and how the internationalisation process 
and the dynamics thereof are influencing the South African insurance broking firm’s 
behaviour. It considered challenges and actions that the firm had implemented to 
overcome challenges, and opportunities it encounters as well as the entry mode 
strategies it used in international expansion into African markets.  
This literature review therefore unpacked the internationalisation of the South African 
insurance broking firm into other African markets by using the following approaches: 
(i) reviewing theories and models of internationalisation: this section explains the 
limitations, criticisms strengths and advantages of each model; (ii) focusing on where 
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there is literature on challenges, opportunities, risks encountered during the 
internationalisation process of the firm. The study took an angle highlighting the 
internationalisation of African firms within Africa. This analysis of literature is crucial 
and relevant to the South African insurance broking firm; considering various market 
entry strategies, especially that all insurance markets in Africa are admitted markets, 
and that non-admitted insurance providers are prohibited from offering direct 
services (Roberto, 2016).  
2.2  Uppsala Model 
The Uppsala model was first developed through a research initiative focusing on 
international business at the University of Uppsala in the 1950s, a research 
programme led by Professor Sune Carlson. The Uppsala model is an explanation 
not of internationalisation but the internationalisation process (Welch, Nummela & 
Liesch, 2015). It states that firms enter nearby markets to familiarise themselves with 
those markets and is initially done with low market commitment. The model is 
dynamic in that it describes internationalisation as a process (Cyert & March, 1963, 
Aharoni, 1966). The behavioural theory explains that internationalisation refers to a 
process whereby a firm progressively scales up its international expansion 
(Johanson & Vahlne, 1977: 28). This process is synonymous to the Uppsala model, 
particularly through the establishment chain and psychic distance (Cavusgil, 1980).  
Typically, the initial process in the Uppsala model includes the increased deployment 
of resources in foreign markets as well as the development of knowledge about 
targeted markets and operations (Johanson & Vahlne 1990, in Johanson & 
Associates, 1994). Hence, the model’s focus is mainly on how firms acquire 
knowledge about foreign markets and host countries and how this influences their 
investment behaviour (Forsgren, 2002).  
Further, the Uppsala model pinpoints two specific patterns in the internationalisation 
process. The first pattern is about the commitment to venture into a specific foreign 
market and how this progresses according to the establishment chain (Hansson, 
Sundell & Öhman, 2004). Typically, this is a sequence of phases in which there is 
increased commitment and investment of resources in each stage of the process 
(Johanson & Vahlne. 1990). Johanson and Wiedersheim-Paul (1975) expand on this 
25 
 
perspective by identifying four different stages in the firm’s internationalisation 
process.  
A prospective multinational firm following the Uppsala pattern of internationalisation 
begins by deploying its resources in one or a few neighbouring countries to test the 
markets rather than investing simultaneously in several countries. At this stage, 
foreign investment activities are carried out in a very cautious approach, which is 
gradual, and progresses according to the learning progress of the multinational 
corporation (experimental market knowledge). After the initial trial entry, the firm is 
expected to engage in a sequence of incremental activity from low to high 
commitment and to enter new markets with successively greater psychic distance. 
Stage 1: Regular export activities 
 
 
Stage2: Export via independent representatives (agent) 
 
 
Stage 3: Sales subsidiary 
 
 
Stage 4: Production/manufacturing 
Adapted from Johanson & Wiedersheim-Paul (1975).  
 
The second pattern details on the tendency of firms to expand into new markets with 
increasing geographic distance and psychic distance (Hollensen, 2001). Psychic 
distance refers to the entirety of issues inhibiting the movement of information to or 
from the market. The issues range from differences in culture, levels of education, 
business practices, language, and infrastructural development (Johanson & Vahlne, 
1977).  
The Uppsala model, therefore, suggests that the psychic distance is greater where 
the firm has limited knowledge or understanding of the new market. There is also 
greater levels of uncertainty (Saleh & Palacios Alcala, 2018). The model also 
emphasises on the need for firms to consider entering markets they understand 
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(Saleh & Palacios Alcala, 2018) and where there are low uncertainty levels and more 
perceived opportunities (Saleh & Palacios Alcala, 2018).   
Experimental knowledge is acquired through venturing into the market albeit in 
incremental steps and a progressive investment of resources as the firm’s 
acquaintance of the new market increases (Saleh & Palacios Alcala, 2018). 
According to Penrose (1995), knowledge can either be taught or experiential. Taught 
knowledge is obtained through objective sources, while experiential knowledge is 
obtained through direct experience of the new market (Penrose 1995).  
2.2.1  Strengths of the Uppsala Model 
Business100 (2016:12) points out that the Uppsala model is a risk-averse model as 
its emphasis is on developing business in a familiar setting, thereby increasing the 
firm’s success rate in the target market. In UK Essays (2018) it is stated that this 
model assists the firm to balance uncertainties. 
2.2.2  Weaknesses of the Uppsala Model 
The main criticism of the Uppsala model has been that it is considered to be too 
deterministic (Reid 1983: Turnbull, 1987). Johanson and Valhne (2015) argue that 
this can be attributed to the fact that certain concepts and insights did not exist at the 
time the model was first published. Resultantly, the Uppsala model has recorded 
several changes in response to the changes in firm behaviours and the 
transformation of economic and regulatory environments.  
Other weaknesses of the Uppsala model relate to the concept of psychic distance. 
According to Smith, Dowling and Rose (2011), the concept of psychic distance has 
had a long, but problematic history in the study of international business. They argue 
that the concept, though appealing, and seemingly an attempt to empirically validate 
the theoretical frameworks proposed by early psychic distance scholars, tend to 
provide mixed results. Hence, the usefulness of the concept has been questioned by 
several scholars. Recent theoretical advances and attempts at revised definitions 
have still not done much to provide a convincing conceptual framework for psychic 
distance.  
Johanson and Valhne (2015) also posit that the Uppsala model does not apply to all 
firms. To broaden its applicability, they proposed the addition of three additional 
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dimensions to the original model. Specifically, these are: the size of the firm, 
competitive advantage, and the product. Arguably, these additional new variables 
would better explain the internationalisation process of firms, including the concept of 
psychic distance.   
In conclusion, the development of the Uppsala model was born out of a progressive 
intellectual journey in which economic-type assumptions were discarded and 
substituted by behavioural, network relationship, dynamic capabilities, effectuation, 
entrepreneurship and institutional theories, theories which seemed to explain the 
internationalisation process better in the current business environment (Vahlne & 
Bhatti 2018). 
The Uppsala model in its adapted and latest form may be considered as a plausible 
option to be applied as a model for a South African insurance broking firm because it 
seems to cover most key aspects in the internationalisation process of such a firm. 
However, this assumption was tested in the data analysis section of this study. 
2.3  John Dunning’s Eclectic Paradigm 
The eclectic paradigm was first published by John H. Dunning in 1979. It is a theory 
in economics, also referred to as the OLI Framework Model Dunning (2015). 
According to Dunning, the Eclectic paradigm is a three-tiered evaluation framework 
that firms use to decide on whether to pursue foreign direct investment or not 
(Dunning, 2015). Essentially, this model assumes that firms will shy away from 
transactions in the open market if doing so in the house or internally would be for a 
lower cost. In which case, the eclectic model is used to evaluate and prescribe the 
most cost-effective scenario while not compromising on quality (Bloomenthal, 2019). 
2.3.1  Three Key Factors of the Eclectic Paradigm 
The following advantages must be evident and present for FDI to be beneficial to the 
firm:- 
1. Ownership: This refers to the competitive advantage of one nationality which 
one firm may have to have over that of another nationality in accessing and 
servicing markets. Business (Dunning (2015). 
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2. Location: The degree to which firms are willing or select the loction for  their 
value-adding activities beyond the bounderies of their home countires 
(Dunning (2015). 
3. Internalisation advantages: This denotes a firm’s perceived interest and 
willingness  to internationalise,  thereby adding value to the business and for 
the generations to come (Dunning, 2015). 
2.3.2  Strenghts of the Eclectic Model 
The Networks approach is not restricted to one strategy perspective but allows for 
new ideas to be created. Therefore it validates different ideas by combing multiple 
methods in a useful and meaningful way (Abdelaal, 2018).The strengths of one 
method can be used to offset the weaknesses of another (Dunning, 2015). 
2.3.3  Weakness of the Eclectic Model 
Globalisation and shifting changes in technological advances have largely affected 
the international business environment, which has led to challenges for the eclectic 
model. MNE activity across the globe has increased and changed in intensity, scope 
and practice. This has resulted in increased interdependence and 
interconnectedness among firms at the global level (Cantwell & Narula, 2001)  
Rugman (1981) argues that the border between O- and I-advantages is not clear and 
the two variables are largely similar. Itaki (1991) affirms this argument and points out 
that there is a theoretical redundancy to the ‘ownership advantage’. This is because 
the ‘ownership advantage’ is considered 'double counting’ as it is not easily 
separable to the ‘location advantage’, which in itself is conceptually ambiguous  
Pedersen (2003) posits that the downside of the Eclectic paradigm is that the OLI 
framework is assumed to provide a general explanation by adding an extended set 
of variables and yet it remains questionable whether or not it explains all or nothing. 
However, Eden (2003), refutes this argument and declares that “The purpose of the 
eclectic paradigm is not to offer a full explanation of all kinds of international 
production but rather to point to a methodology and to a generic set of variables 
which contain the ingredients necessary for any satisfactory explanation of particular 
types of foreign value-added activity” (Eden, 2003:8). Thus, a systemic approach is 
now more necessary and a requirement needed more than ever of the international 
business field, which  must be inherently interdisciplinary.  
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2.4   International Product Life Cycle Theory 
The product life cycle theory was developed by Raymond Vernon after the 
Heckscher-Ohlin model proved to be a failure (Markusen, 2004; Stack, 2005; 
Chacholiades, 2006; Adam, 2006). Its purpose was to provide a clearer explanation 
of product life cycles and the way these apply in the patterns in international 
business (Audretsch, Sanders, & Zhang, 2017: 1-44) the product life cycle theory 
emphasises that all the labour and components involved in producing a product, 
originate from the location where the product was invented. Following this, the 
product is accepted and used in global markets, which at this point production 
increasingly shifts away from the original location where the product was invented 
(Jensen & Thursby,1986:Bartlett & Ghoshal,1999). In certain instances, the country 
of the product’s origion and invention ends up importing the product. The United 
States of America is the country of the original invention of the personal computer 
yet the product cycle of the personal computer over the years resulted in the 
development being done elsewhere (Audretsch, Sanders, & Zhang, 2017). 
The product life cycle theory says that the location of production is dictated by the 
stage of the product cycle (Redwan, 2019). When the product is introduced it is 
normally distributed and used in the country of its origion and at this point, no 
exporting of the product takes place. Mass-production methods are developed during 
the maturity product stage, which is seen after foreign demand (typically in 
developed countries) increases; the producing country now exports the product to 
other developed countries. In the standardised product stage, production moves to 
developing countries, which then export the product to developed countries. The 
model demonstrates a dynamic comparative advantage (Redwan,2019). The country 
that has the comparative advantage in the production of the product changes from 
the innovating (developed) country to the developing countries. 
Raymond Vernon split products into three groups in accordance with their phase in 
the product life cycle and how they perform as they are traded in international trade 
markets: (1) New Product; (2) Maturing Product; (3) Standardised Product.  Vernon 
goes on to explain that the product’s life cycles involves  five stages: (1) Introduction; 
(2) Growth; (3) Maturity; (4) Decline; (5) and Abandonment (Vernon & Wells,1966: 
Vernon1979: Juergen Weiss, Manav Sachdeva & Gartner, 1984: Jensen & 
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Thursby,1986:Bartlett  & Ghoshal,1999: Chacholiades, 2006: Audretsch, Sanders, & 
Zhang, 2017). 
2.4.1 Stage 1: Introduction 
The life cycle begins with the initial stage where the product is frst presented to the 
market and the consumers do not know about the product.  The product producers 
engage in promoting the new product to stimulate demand and sales. Usually, there 
are a few competitors and profits are low. Sales volumes begin to increase, leading 
to the next stage. An example of this is where a product is created in one country for 
local consumption becase that is where the demand for that product is the highest, 
and the product manufacturers want to stay in that market in order to monitor 
consumer response. At this point, product characteristics and manufacturing process 
are changing as firms become acquainted with the product and the market.  
2.4.2 Stage 2: Growth 
He et al. (2015) explain that the spike in sales volumes translates to lower production 
costs and higher profits. The growth stage is also marked by the fact that the product 
becomes widely known in the market, which attracts competition as other competing 
firms enter the market, introducing their version of the same product. Stark (2015) 
further states that the firm that invented the original product increases its captital 
expenditure by promotion so that it can attract more consumers. The growth stage 
reaches its apex when more new consumers have purchased the product, and the 
product life cycle progresses to the next stage. 
2.4.3 Stage 3: Maturity 
Zou, Guo and Guo (2016)  posit that upon reaching the apex in the growth stage the 
product life cycle enters the maturity stage. During this stage the product is widely 
known and many costomers have bought and own it. The maturity phase of the 
product life cycle is characterised by a levelling off of demand and plateauing sales 
volumes. Another feature is that the market now has several competitors forcing the 
original manufacturer or product supplier to reduce prices to retain market share and 
mantain sales (Hasan, 2018). These changes result in decreased profit margins, yet 
the business still remains attractive because of high volume, and product 
development and promotion costs also remain lower. Tyically, the product suppliers 
experience demand for it in foreign markets, but this is associated mainly with other 
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developed markets because the product is catered mainly to high-income demands ( 
Paavel, Karjust & Majak, 2017). 
Other developments can also take place during  the maturing product life cycle 
stage. For instance the firm may consider producing abroad in addition to producing 
in its home country (Redwan,2019). 
2.4.4 Stage 4: Saturation 
During the saturation stage there is neither growth nor decline of sales volumes. 
Product manufacturers may modify certain elements of the product  to attract new 
consumers. The firm that invented the product may start losing market share to 
competitors, who are gradually gaining ground ( Mourtzis, 2016 ). 
2.4.5 Stage 5: Decline 
At this point in the life-cycle, the product and its characteristics including the entire 
production process are well known in the market. Consumers are well acquinted to 
the product and producers fully understand its production process (Stark, 2015). The 
decline stage then takes place when the product market response is at its highest, 
which is where maturity also occurs but then starts a plunging slip in sales. Capital 
investment into the product is reduced. At this point the firm may decide to 
discontinue the product or sell its IP on the product to another firm. A further 
development at this stage is that production may be outsourced or moved to 
developing countries.  
2.4.6 Strenghs of the Product life Cycle Theory 
The product life cycle model provides a preview picture of volume of sales the 
product is going to generate during its life span. Further, the detailed cycle analysis 
conducted by the firm provides ideas such as the product’s future performance, and 
this knowledge is used by the firm to formulate its strategy (Prachi, 2019). A well 
planned strategy leads to increased market competitiveness and great positioning for 
the firm. This refers to the firm’s ability to target the right customers for the product 
as well as establish a strong brand image. Lastly the product life cycle model 
empowers the firm’s management in the decision making processes, relating to the 
product’s development throughout its life cycle (Prachi, 2019)  . 
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2.4.7  Weaknesses of the Product Cycle Theory 
Bhasin (2017) criticises the product life cycle theory as being not a perfect model 
for explaining the patterns in the international market since it mainly focuses on sales 
data. For example, if irregular fluctuation of sales occur as a result of production 
challenges, or seasonal sales, existing forecasts cannot be used for prediction. 
Another criticism came from Prachi (2019), who argued that the theory is limited in 
that it generally can only be used for products and not for brands or services. Prachi 
(2019) qualifies this argument by using the example of big name tech firms whose 
many products have entered and exited the market, yet the life cycle of these 
products do not exhibit that the brand is in the maturity stage or decline stage.  
2.5  The network approach  
The network approach was developed in the late 1980s by Johanson and Mattsson. 
Its premise is that a firm is not an island in itself, but exists within the context of 
relations with other actors in its global environment. The firm is therefore seen as 
part of a broad network of relations (Johanson & Mattson, 1987: Håkansson & 
Snehota, 1989). Essentially, this means that firms are interdependent and may 
sometimes rely on resources outside of their control (Johanson & Pao, 2017).  
Existing relations within a domestic network can be used to make connections to 
other networks outside the country (Johanson & Mattson, 1988). 
The primary purpose of business networks is to allow for a platform to handle 
interdependencies between several business actors (Johanson & Pao, 2017). In this 
regard, actors are connected through exchange relationships, and their needs and 
capabilities are facilitated through the interaction within the network platform (Oberg, 
Persson & Mattson, 2015). Networks are also flexible and dynamic and can shift and 
change shape to adapt to changing conditions. Network structures can also be 
modified to accommodate new relationships or to break off old ones (Oberg, Persson 
& Mattson, 2015). Critically, the network approach focuses on the interactions and 
exchanges between firms (and between groups of firms) as opposed to using the 
firm as a single unit of analysis. The emphasis, in this case, is less on transactions 
and more on lasting exchange relationships. The different bonds that tie relations 
between the actors cut across social, legal, economic, technical and administrative 
ties. Ultimately, this enables businesses to use existing relations to link to other 
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networks across different countries (Oberg, Persson & Mattson, 2015). To enter a 
network from the outside, other actors within the network need to be interested in 
interacting with the firm (Johanson & Pao, 2017). From a resource point of view, this 
may require some firms to adapt ways of conducting their business (Johanson & 
Pao, 2017). Therefore internationalising the firm entry may be a result of initiatives or 
connections made by firms that are already insiders in the network in a specific 
country (Oberg, Persson & Mattson, 2015).  
Given internationalisation, the network theory describes that while a firm may initially 
be engaged in primarily a domestic network, these relations can be used as link-ups 
to other networks outside the country (Oberg, Persson & Mattson, 2015). In certain 
instances, a customer may require that the supplier follows it abroad as a condition 
of retaining the business at home (Oberg, Persson & Mattson, 2015).  
Several researchers on the network theory have formulated several common 
findings that are central to this subject (Håkansson et al., 2009: Axelsson & Easton, 
1992: Håkansson, 1982: Håkansson & Snehota,1995: Johanson & Pao, 2017). 
Some key conclusions on network theory include that; (1) business interaction may 
grow into long-term business relationships through interaction processes; (2) 
interdependence connects actors, activities and resources in dynamic network 
structures as affirmed by the idea that no firm is an island, therefore the individual 
firm’s environment and context are not faceless; (3) firms are fundamentally 
heterogeneous; and (4) individual actors have limited ability to control connected 
relationships (Oberg, Persson & Mattson, 2015). 
2.5.1  Strengths of the Network Theory 
The strengths of the network theory are discussed in detail in the scholarly work of 
Farooqi and Miog (2012) where they highlight advantages of the approach through 
the following factors: 
 The firm can obtain core resources and assets and it can also benefit by 
sharing these resources and its capabilities with partners in the network (Li et 
al., 2017:1042-1046: Hofestädt, 2017). 
 Networks facilitate firm learning and sharing of market information. The firm’s 
R & D is enriched with exterior knowledge (Li et al., 2017). 
 Networks help facilitate Innovation (Farooqi & Miog 2012). 
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 The firm is able to diversify and transfer some of its risks (Li et al., 2017:1042-
1046: Hofestädt, 2017). 
 Networks strengthen the firm’s competitiveness (Zafeiris & Vicsek, 2015). 
 The networks approach creates a platform for the firm to expand new markets 
(Hofestädt, 2017). 
 Networks enhance efficiency by reducing processing time (Li et al., 2017). 
 The firm’s network partners benefit from the transfer of technology by the firm 
(Hofestädt, 2017). 
2.5.2  Weaknesses of Networks Theory 
Vissak (2018) considers the main limitations of the Network Approach Theory and 
raises several concerns. Firstly, the author points out that it concentrates on large 
manufacturing firms. The theory is considered limited as a tool for understanding and 
concluding internationalisation. Its predictions are largely vague and it uses 
indistinctive criteria with too many variables. Again, the Network Approach theory 
fails to consider the importance of a decision maker and the firm’s characteristics. It 
also ignores critical external factors such as government economic policies and 
unsolicited orders, which tend to propel firms towards internationalisation (Vissak, 
2018).  
2.6  The New Ventures theory – Born Global Firms by Michael Rennie 
The term ‘Global Firms’ was first coined by Michael Rennie (1993: 45-53) in his work 
focusing on the study of firms who from their inception operate globally and possess 
the capabilities to manage resources across several countries (Tanev,2012). 
International new ventures, firms that are born global, are largely dissimilar to 
conventionally expected attributes of multinational companies (Oviatt &  McDougall, 
1994). The theory describes a phenomenon that combines entrepreneurship, 
international business and strategic management theory (Oviatt & McDougall 1994). 
Accordingly, four essential elements are critical to the creation of international new 
ventures: “(1) firm creation through internalisation of some transactions; (2) strong 
dependence on alternative governance structures to access resources; (3) 
establishment of foreign location advantages; and (4) control over unique 
resources”(Oviatt & McDougall 1994:203).  
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International new ventures (INVs) characterise an emergent and significant type of 
start-up or business entity that from its formation, pursues competitive advantage 
through using resources and selling outputs in multiple countries (Oviatt & 
McDougall, 1994). Their increased growth and critical role in international business 
reveal the requirement for greater exploration around the work and operations of 
these new ventures. 
Oviatt and McDougall (1994) argue further by saying that none of the following 
theories - the monopolistic advantage theory, product cycle theory, stage theory of 
internationalisation, oligopolistic reaction theory, nor internalisation theory, accurately 
articulate or define the formative process of born global firms. These theories 
assume that firms become international long after their formation. These 
assumptions result in a biased focus of only large and mature firms; much of their 
focus is on the firm level and largely overlooks the individual and small group level of 
analysis. Therefore these theories cannot be applied to born globals. To this, Oviatt 
and McDougall (1994:67) conclude by emphasising the need for a clearer 
description of the formation process of born globals through addressing the following 
questions;  
In answering the question of why entrepreneurs choose to compete internationally 
rather than only in their own home countries, Oviatt and McDougall (1994) explain 
that the founders of the born global firm know and are convinced right from the 
formation/inception of the venture that they must create international business 
competencies. Lastly, to address the question of what form international business 
activities take, Oviatt and McDougall (1994) explain that the founders of INVs tend to 
use hybrid structures, including strategic networks and alliances for their 
international endeavours. 
2.6.1  Strengths of the Born Globals Theory 
The born global firm is exposed to instant international insight when a firm goes 
global; it opens up multiple markets which increase the likelihood of increased sales 
and profitability (Weerawardena, Mort & Liesch, 2019). Born global firms eliminate 
the over dependence on their home markets and economies. Globilisation and the 
the internet have made the world much smaller and through online platforms born 
globals are able to interact with their customers in other countries in an efficient 
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manner (Andersson & Berggren, 2016). Born globals are also able to create stong 
networks accros the territories they conduct business in (Andersson & Berggren, 
2016). 
2.6.2  Weaknesses of Born Globals Theory 
Welch and Luostarinen (1988) made one of the earliest contributions to the topic of 
born global, which concluded that such firms that internationalise upon inception are 
an infrequent occurrence in international business. However, with the increasing rate 
of globalisation, the internet, increased global technological advances have 
presented a more connected world where the case for borderless trade is now highly 
justified. This has thereby brought redundancy to this critique. The many IB variables 
that have developed over time did not exist at the time when Welch and Loustarinen 
(1988) conducted their research.  
Knight et.al. (2001) argued that Born Globals are only a concept found in small, 
isolated economies which do not have a domestic market large enough to serve 
exclusively. They also highlighted that born global firms operate in niche areas such 
as knowledge-intensive industries, thus making it seem to be a completely new 
concept as it lacks sufficient evidence for generalisation. (Chetty & Campbell-
Hunt,2004).  
The South African insurance broking firm is a South African firm that was born out of 
FDI in a deal where an Indian Investor partnered with a local firm to form a 100% 
South African entity. Knight et.al. (2004:649) defined Born Globals for their study as 
firms that are "less than 20 years old that internationalised within three years of 
founding and generate at least 25 per cent of total sales from abroad". Chetty and 
Campbell-Hunt (2004:60) stress that such corporations might not even have sales in 
their home markets. As such, the South African insurance broking firm’s operating 
model does not fall within the definition of Born Globals. 
2.7  The transaction cost theory 
Ronald Coase created the transaction cost theory of the firm. Coase believed that 
transaction costs are those which are incurred by the firm for CSI activities or provide 
a service through outsourcing rather than having it provided internally by the firm. 
Coase (1937) and others; (Williamson, 1981; Milgram & Roberts, 1992; Watkins, 
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2013; The Economist, 2017) state that the Transaction Cost theory is closely 
associated with the corporate governance and agency theory. It is based on the 
principle that transaction costs emerge when the firm engages a third party to to 
provide a service to it. For example, when hiring directors to manage and govern the 
firm. In his article titled ‘The Problem of Social Cost,’ Coase describes how the firm 
must find the parties that are keen to deal with it, to conduct negotiations leading up 
to a bargain, which results in the parties drawing up a contract. The firm will incur 
further costs arising from the due diligence action needed to ensure that the terms 
and obligations of the contract are being fulfiled. 
Geyskens, Steenkamp and Kumar (2006) posit that transaction costs are more 
precisely: 
 information and searching costs; 
 negotiating and decision costs; and 
 policy creation and implementation costs. 
The firm structure and organisation can regulate its  control on transactions, and 
hence its costs. Management must ensure that they optimise internalising 
transactions as much as possible to reduce or eliminate costs, risks and 
uncertainties associated with prices and quality of utsourced transactions.  
Coase (1937) argues that the firm can't grasp and understand how the economic 
system functions without considering transaction costs. Coase states that the 
importance of this forms the basis of establishing economic policy (Watkins, 2013; 
Dagdeviren, & Robertson, 2016: 1707-1724). 
Coase’s observation was that market prices influence the firm’s relationship with 
other firms. However, internal decisions come about as a result of entrepreneurial 
coordination (Coase, 1937). There are diverse arrangements in producing goods, for 
example, in the agricultural sector it is usual for the greater portion of the labour 
force to work on a short contract basis whereas in other industries the labour force 
may be permanently employed, and where the employment relationship is secured 
through long-term work contracts. In some firms, specialist services may be supplied 
internally by a specialist department while in some others, specialist service is 
outsourced to external specialist firms. The firm is an entity governed as a system of 
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long-term contracts that usually arise when short-term contracts do not meet the 
needs and requirements of the firm (Dagdeviren & Robertson, 2016). 
The limitation of short term contracts usually comes from the costs of gathering data 
and the costs of negotiating contracts. This results in the firm negotiating long term 
contracts which spell out and specify the remuneration of the contractor in exchange 
for the performance of contractual obligations and fulfilling all the terms of the 
agreement by the contracted party as directed by the firm (Dagdeviren & Robertson, 
2016). 
Coase observes that the production level as described by the economic theory, are 
well worked out in the short and long term. However, the theory of the size of the firm 
is not well developed (Coase, 1937), which, for example, is most visible in mergers 
and acquisitions (Dagdeviren & Robertson, 2016). 
Coase highlights that market transactions are not without inconveniences, however. 
If transactions are not controlled, or influenced by the price system an internal 
alternative within the firm (internal firm) has to play this function (Coase,1937). Klein 
(2014) agrees that an internal firm alleviates external market failures. The object of 
doing this is to copy conditions of a competitive market for the factors of production 
within the firm in a cost efficient manner than the actual market. Once the internal 
function is present for purposes of lowering costs, the question is why then do 
market transactions still exist? To this Coase gave two reasons: 
1) Rising scale influences additional transactions thereby increasing transactional 
costs (Coase 1937). 
2) Larger firms may not efficiently copy conditions of a competitive market for the 
factors of production within the firm in cost efficient manner than the actual market. 
(Coase, 1937).  
2.7.1 Critique of the Transaction Cost Theory 
Englander (1988) criticised the views of Oliver Williamson on transaction cost theory, 
pointing out that there is too much focus on the transactions themselves, thereby 
ignoring an analysis of environmental factors. Englander (1988) further argues that 
the transaction costs theory writings lack adequate definitions and descriptions of 
what transaction costs are. Another anti-Williamson’s school of thought on the 
transaction theory came from Ankarloo and Palermo (2004), whose critique is that 
new institutional economics explain capitalist institutions utilising neoclassical tools. 
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They posit that the explicit or implicit supposition drawn from this is that in the 
beginning there were markets which conception, they declared, is inherited from 
neoclassical economics advanced by Williamson’s scholarly observations of the 
transaction cost theory. Ankarloo and Palermo (2004) continue to suggest that 
Williamson’s writings are speculative and that they idealise the market and present it 
as natural and universal.  
Klein (2014) agrees with this by highlighting complaints among scholars that 
research in the area of management and entrepreneurship is not clear about the 
subject of transaction costs. Klein (2014) argues that authors rarely give explicit 
definitions as there is a conflation of search costs, bargaining costs, measurement 
costs, agency costs and enforcement costs. Klein (2014) continues to critique that no 
scholar distinguishes between Coase’s, Williamson’s, and North’s constructs, hence 
transaction costs seem to be a vague concept which can be explained in any way 




THE POLITICAL ECONOMY OF FOREIGN EXPANSION IN AFRICA 
3.1  International business risks, challenges and opportunities 
The previous section focused on theories on internationalisation. This section of the 
literature review continues with a focus in international business risks, challenges 
and opportunities that The insurance broking firm in the study encounters as it 
internationalises into other African markets. The main purpose of this section is to 
contextualise the environment of the insurance broking firm in the study during its 
internationalisation process within the African continent. In doing so it is important to 
include African scholastic works in order to provide a contextually balanced analysis 
of available literature. However, Ibeh,Adeleye and Ajai (2018) raise an important 
point about the scant availability of African scholarship around the subject in their 
paper titled “The Rise of African Multinationals: Are IB Scholars Paying Sufficient 
Attention?”. The authors point out that “a myriad of endogenous and exogenous 
challenges, including institutional factors, demand attention. The opportunity 
beckons for IB scholars in Africa  to, as in earlier epochs, take the lead in 
strengthening the knowledge base on African MNEs, particularly given these firms’ 
potential to transform their lagging continent as well as impact IB theory” 
(Ibeh,Adeleye and Ajai, 2018). In support of this view Mol et al. (2017) ask the 
question “how might the MNE research field look if African MNEs received the kind 
of scholarly attention and engagement afforded other emerging market MNEs?” (Mol 
et al., 2017).  
Cavusgul, Knight and Rosenburger (2017:44) identify four types of risks in 
internationalisation which are: a commercial risk, cross-cultural risk, country risk and 
currency risk. According to the Doing Business in Africa report (2017), Africa is often 
viewed as a high-risk, problematic and sometimes dangerous place in which to 
conduct business. However, the report highlights that many African countries 
measure up well on key risk-related factors compared to emerging markets in other 
regions (EY, 2017:10). 
While this may be true, Frielinghaus (2014) cautions that firms need to be conscious 
that Africa’s economies are tremendously diverse and that the continent is not a 
single market. This heterogeneity must be considered and factored in planning, and 
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South African firms, in particular, must make a significant effort to understand  
different set of risks, and not employ an assumptive approach of thinking  that they 
‘know’ Africa (Frielinghaus, 2014:5). Brookings (2016) further agrees that the Africa 
rising narrative is not constant. It is vital to consider what parts of the continent and 
which sectors are not ‘rising’ to develop targeted policy measures to address them 
(Brookings, 2016:11). 
3.1.1  Commercial Risks 
According to Cavusgul, Knight and Rosenburger (2017:46), commercial risk refers to 
the firm’s exposure to potential loss and failure resulting from poor planning, poorly 
conceived and executed business strategies, systems and processes. Management 
may make planning mistakes such as timing the entry of a new market, selection of 
poor partners (Prakash & Barua, 2016:63-81: Awasthi, Adetiloye, & Crainic; 
2016:510-525). Implementing wrong product features and incorrect pricing (Dey, et 
al., 2016:40-48). These poor decisions can occur domestically but are much costlier 
abroad (Cavusgul, Knight & Rosenburger, 2017:46). 
Plomaritou and Nikolaidis (2016:261-268) offer more detailed categories of 
commercial risks and list these as financial risks, operational risks, strategic risks, 
legal risks, ethical risks and third party risks.  
3.1.2  Financial risks 
Plamaritou and Nikolaidis (2016) posit that each aspect of the firm’s activity 
ultimately results in a financial allocation of risks. They suggest that each type of risk, 
whether legal operational or even reputational, almost always materialises through 
financial loss. The Saylor Academy (2018) agrees by confirming that all risks lead to 
direct or indirect financial loss to the firm. An example of a financial risk that the 
insurance broking firm in the study most likely encounters in higher levels is credit 
risk in southern African countries such as Zimbabwe, which is characterised by run-
away inflation and highly volatile economic conditions, and Zambia where the cash 
before cover rule is not applied as strictly as in East African markets such as Kenya 
and Tanzania. Vineyard (2019) describes credit risk as the failure to collect an 
account receivable when it is due and credit risk is a form of financial risk. The 
insurance broking firm in the study is in various stages of internationalising into 13 
different African countries, which present a diverse range of financial risks mentioned 
42 
 
above, and as a South African firm, the sustainability of its internationalisation efforts 
should be  measured in financial  performance amid exposure to financial risks. 
3.1.3  Operational risk  
The insurance broking firm in the study is already operating in 13 African countries, 
therefore operational risk is present. Plamaritou and Nikolaidis (2016) explain 
operational risk as mistakes in processes or procedures or system failures that can 
result in losses. Segal (2019) states that operational risk usually results from the 
firms’ employee actions or decisions and therefore concludes that operational risk is 
heavily dependent on the human factor. Operational risk is a threat that targets 
business objectives, how they are fulfilled within a firm through its daily activities and 
not necessarily what is produced or inherent within an industry (Segal, 2019).  
3.1.4  Strategic risk 
Threats of disruption to management assumptions forming the firm’s strategy are 
strategic risks (Deloitte, 2019). Threats arising from events that can potentially 
undermine the implementation of a firm’s business strategy or achievement of 
strategic objectives are referred to as strategic risks (Johnson, 2016: Cui et al., 2017: 
Fay et al., 2016:128-143). Materialisation of other underlying risks such as 
operational, legal, technological, financial, cyber risks can escalate to the point 
where their impact impairs the firm’s ability to implement its strategy or achieve  the 
firm’s strategic objectives (Buckley et al., 2018:157-171). Another source of strategic 
risk can be an external event or series of events that can derail management’s 
assumptions or impair the firm’s ability to implement its strategic objectives 
(Gasbarro, Iraldo & Daddi,  2017). 
According to Deloitte (2019) occurrence of strategic risk events can annul 
management’s rationale of a strategic decision, this can also have a negative impact 
of the firm’s competitive position, and it could also potentially wear down 
performance (Deloitte (2019). However such events can also present new 
opportunities and may have a positive effect thereby strengthening the firm’s market 
position and boosting positive increase in performance.  
According to Fay et al. (2016), virtually all multinational enterprises in all industries 
are faced with strategic risk as a result of the existing environment of pressured 
economies, difficult regulatory requirements, marketplace challenges and continuous 
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technological disruption. Firms have to implement a sustainable risk mitigation 
framework (Gasbarro, Iraldo & Daddi, 2017) to insulate against strategic risk. An 
example of this is that some financial institutions respond and mitigate regulatory 
risks by moving toward less capital-intensive investments and focus more on 
increased capital efficiency (Buckley et al., 2018). 
3.1.5  Ethical Risk 
The Ethics institute defines ethics as standards that determine what is good or right 
in human interaction (Ethics Risk Handbook, 2016:21). Ethics is based on three 
central concepts which are self, good, and other (Ethics Risk Handbook, 2016:21). 
This is based on the belief that ethical behaviour becomes a reality when an 
individual does not merely consider what is good for themselves, but also goes a 
step further by doing what is good for others. The terms self and the other are 
applicable at an individual level at group level as well as at the firm level (Business 
Social & Ethics Committee Handbook, 2018). Organisational ethics concerns itself 
with standards and values, which are the conceptions of what is good and right. At 
the organisational level, values are the standards that guide the firm (self) throughout 
its engagements and interaction with all its stakeholders in a sustainable manner 
(Ethics Risk Handbook, 2016:21-26). Firms are faced with two challenges when it 
comes to ethics, which are the ability to define what is good in a manner that is 
congruent throughout its universe. This is especially difficult to attain when the size 
of the firm and its operating ecosystem is large. Secondly, establishing a precise 
definition that unpacks a balance between what is good for the self and what is good 
for others in a sustainable way (Ethics Risk Handbook, 2016:21-26). 
Mbaku (2016) points out that corruption and unethical practices in Africa counter its 
prospects and suggests that international law is an important tool that can be used to 
assist  African countries fight corruption for example facilitating the use of legal 
mechanisms to trace and repatriate criminals hiding abroad, and helping African 
countries retrieve resources that have been looted from African countries and 
stashed in foreign states. Lastly Mbaku (2016) suggests that international law should 
be be used to assist African countries to impose legal controls on multinational 
corporations that take part in international business activities within the continent. 
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3.1.6  Cross-Cultural Risk 
It is important  for the study to focus on this category of risks because there is a need 
to understand how the insurance broking firm in the study and its people interact with 
different cultural environments and people from other cultures and languages.  
Kopp (2019) states that the adjective cross-cultural suggests recognition of national, 
regional, and ethnic differences in norms and ways of doing things and actions taken 
by the firm to bridge them, therefore cross-cultural risk arises from the firm’s failure 
to bridge these differences. Cavusgul, Knight and Rosenburger (2017:44) agree that 
cross-cultural risk happens when a cultural confusion places some human value at 
risk. A similar view is found in Open Textbooks (2016) where it is stated that cross-
cultural risk is a possibility for a firm’s foreign operations to struggle as a result from 
differences in language, customs, norms, and customer preferences. Cavusgul, 
Knight and Rosenburger (2017) conclude that cross-cultural risk touches on issues 
of negotiating patterns, decision making styles, ethical practises as influenced by 
cultural values. 
A study conducted by Ahern, Daminelli and Fracassi (2015) confirmed that there are 
three key dimensions of national culture (trust, hierarchy, and individualism).  An 
article in Essays, UK. (November 2018) explains that the reason that culture has 
such a profound consequence on international business is that the culture of a 
particular host country or society affects the business relationships and the type of 
interaction required for entry into that business environment.  
The firm has to choose the appropriate strategy for each market individually that is 
adapted to fit the culture of each market, among the other factors. It is not possible to 
use a universal one size fits all approach for all the culturally diverse settings 
(Ravindran, 2018). Identifying disruptive cultural factors can be problematic for the 
foreign firm. For example, social change can potentially create tension between 
groups, thereby making culture a goldmine for strains as people and groups compete 
for moral superiority (Donnestad, 2016).  
Religion can be a discordant subject within an organisation when religious and ethnic 
identity creates conflict among colleagues. Constructive and destructive expressions 




Geert Hofstede conducted extensive studies on cross cultures and developed the 
theory of five cultural dimensions which are Power Distance (PDI), Individualism 
versus Collectivism (IDV), Masculinity versus Femininity (MAS), Uncertainty 
Avoidance (UAI), Long-Term Orientation (LTO) (Hofstede, 1984). It is in the work of 
Geert Hofstede that most contemporary theory finds root and the section below 
unpacks four of the five dimensions developed by Hofstede. 
3.1.6.1 Power Distance 
Hofstede discovered that the ranking of status consistency is recognised differently 
in different societies. For instance, ideas of prestige, wealth, and power are defined 
differently and inequality in society, and derives meaning only through a process of 
analysis which is culturally defined, and which varies among societies and epochs in 
history (Hofstede, 1984: Lee, Pillutla & Law; 2000:600-611: Kirkman et al., 2009: 
744-764: Krause, Filatotchev & Bruton, 2016: Winterich, Gangward & Grewal, 2018). 
Hofstede (1984) explains that in societies where there is high power distance, 
inequality among the members of a society is viewed as normal, whereas in 
societies with low power distance, inequality among people is simply not acceptable. 
These factors are applicable to the insurance broking firm in the study, especially 
considering that it is a South African firm, and questions around how the firm is 
oriented to power distance in foreign unfimilliar territories are pertinent. Oloko and 
Ogutu (2017) found that  power distance qualified the connection between employee 
empowerment and multinational corporation performance. They concluded that 
power distance regulates the success or failure of multinationals in host countries 
within Africa. 
3.1.6.2 Uncertainty Avoidance 
The subject of uncertainty avoidance is interesting for the insurance broking firm in 
the study, considering that internationalisation activities expose it to high levels of 
uncertainty. Hofstede (1984) posits that different societies thrive to eliminate or cope 
with uncertainties of life through religion, law, and technology within their society, 
and firms attempt to achieve this through implementing rules, rituals, and technology. 
Societies with a high uncertainty avoidance desire structured environments and 
settings, which are governed by rules and regulations, whereas societies with low 
uncertainty avoidance are comfortable in unstructured conditions and settings, which 
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accommodate vagueness and elasticity (Slawinski et al., 2017: Afsar & Masood, 
2018).  
3.1.6.3 Individualism and Collectivism 
Hofstede (1984) suggests that individuals in societies relate to themselves and to the 
rest of society differently and this is largely influenced by their cultural values. This 
view is supported in the work of Cohen, Wu and Miller (2016), who posit that 
individualism is observed in societies where people prioritise personal fulfilment, 
independence and self- sufficiency, whereas collectivism is people in society who 
believe more in the group and collective coherence and group recognition. It is 
necessary for this study to consider the  subject of individualism and collectivism as 
it affects the way in which the insurance broking firm in the study interacts with its 
various stakeholders, who are individuals and groups. 
3.1.6.4 Masculinity vs. Femininity 
Hofstede (1984) concluded that social gender roles are defined and separated 
differently in various societies: masculinity and femininity refer to the extent of role 
division between hard values such as competition and assertiveness in comparison 
to soft values such as teamwork and nurturance (Kachel, Steffens & Niedlich, 2016: 
Stoller, 2020). This study considered if social gender roles have a direct impact on 
the insurance broking firm in the study’s internationalisation process. 
3.2   Country Risk 
Country risk is also referred to as political risk. This includes political instability, red 
tape, corruption, political interference in private business by the state and 
discretionary law enforcement (Wang et al., 2013: Topal, 2016: Sahi & Rasheed, 
2017). As a multinational enterprise, the insurance broking firm in the study is 
exposed to these country risks, and the study sought to find out if these have a direct 
impact on the operations of insurance broking firm in the study in other African 
countries and the extent to which these have an impact. 
3.2.1  Harmful or unstable political system  
Hyatt (2016) supports the view that the firm needs to understand the political 
environment of a foreign market it intends to venture into as this is a crucial factor of 
international business. The firm has to obtain an understanding of and consider 
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crucial factors which include the political stability of the host country, the attitude of 
its political leaders on foreign trade and to foreigners, or the extent of state 
intervention in the economy, because these factors will affect the firm’s ability to 
enter the foreign market and operate profitably (Hyatt, 2016). The operation of 
market mechanisms can either be negatively or positively influenced by government 
actions (Topal, 2016). The firm needs to pay particular attention to any continuous 
(current or potential) volatility of the international political context of a target market. 
Political instability has been reported in some parts of Africa, for example, some 
parts of northern Nigeria experience terror attacks from Boko Haram, Kenya has in 
the recent past had problems with terrorism and recently in northen Mozambique 
there is rising terrorist activity that has been reported (Bello-Schünemann & Moyer, 
2018: Harkness, 2018).This study sought to find out if such instability is affecting the 
internationalisation process of the insurance broking firm in the study and its 
international operations. 
3.2.2  Political Systems 
The extent to which foreign firms can operate with freedom in a foreign market is 
determined by the prevailing political conditions and systems (Hashmi, Hongzhong, 
& Khan, 2018). This is particularly importatnt for the insurance broking firm in the 
study as it is one of the determining factors in its choice of target markets. 
Democratic political systems promote stable business operating environments that 
are backed by protective laws for individual property rights (Lall, 2016). Usually, 
democratic political systems exist as a framework of government rules, robust 
guidelines and regulatory structures upon which decision-making processes are 
founded (Kratochwil, 2019) 
3.2.3  Property seizures 
Property seizure is a possible risk in some states, and happens when the host 
country’s government justifies a reason for a takeover of assets belonging to a 
foreign firm operating its business within their borders (Yu, P.K., 2016:66:889). 
Property seizures can be in the form of confiscation of assets, expropriation or 
nationalisation. These days, confiscation or expropriation (sometimes accompanied 
by monetary compensation to the affected foreign firm) by governments is a rare 
occurrence (Yu, P.K., 2016:66:889). However, nationalisation remains the most 
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suitable vehicle used by governments that have a particular interest in specific 
sectors (Lanshu, 2018). 
3.2.4  Conflict and violence 
Outbreaks of aggression within a country or between states can result in 
catastrophic results on the conduct of business and trade between nations (Oh & 
Oetzel, 2017:714-731). The incidence of wars between countries and states has 
reduced in recent times, although the sporadic proliferation of domestic conflicts 
such as terrorist campaigns in different parts of the world, or instability in some 
countries emanating from the activity of secessionist movements, lead to civil wars 
and inevitably result in instability and economic uncertainty (Oh & Oetzel, 2017). 
Some instability may also be attributed to sanctions or trade embargoes imposed on 
a country, which can disrupt the firm’s prospects and strategies in its pursuit for 
international expansion (Rustamovich, 2019).  
Sanctions have been imposed on states as punitive measures for a state’s breach of 
human rights or failure to observe some specific international protocol, for example, 
the apartheid regime in South Africa was placed under sanctions for its unjust rule. 
Today neighbouring Zimbabwe has been placed under targeted sanctions for the 
breakdown of the rule of law and human right violations; as a result, Zimbabwe’s 
economy continues to struggle because of limited FDI inflows into the country 
(Mawanza, 2015: Muzurura, 2016:1-19).  
3.2.5  Imposition of restrictions on the repatriation of profits 
The insurance broking firm in the study derivies its earnings from activities in 
international business transactions, therefore it is important for this study to consider 
any restrictions on the repatriation of earnings from any country the firm operates in. 
Singh (2016) explains that profit repatriation is the firm’s ability to send proceeds of 
profits earned in a foreign market, or its financial assets that are owned in a foreign 
market back to its home country in hard currency such as US$, Euro, and Pound, 
after meeting a host nation's tax obligations (Singh, 2016:13-56). There are two 
schools of thought which are for or against profit repatriation. Proponents for arguing 
that repatriation promotes and attracts foreign direct investments (FDI), therefore 
increasing the rate of employment and FDI, while opponents of repatriation argue 
that it ultimately supports and strengthens another country's economy at the expense 
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of the local economy (Morgenstern, 2016: 333: Petrova, 2019: 115-119). This leads 
to some countries enforcing various limitations for profit repatriation to discourage it. 
3.2.6  Local content requirements 
Rules and regulations specifying that foreign firms must obtain a specified amount of 
a product or service from local suppliers can force firms to use locally available 
materials, procure parts from local suppliers or employ a minimum number of local 
employees (Hansen et al., 2016:201-228). These requirements can limit the foreign 
firm’s direct exposure in the local market. They can also harm product cost, product 
quality and quality of the workforce (Issabayev & Rizvanoghlu, 2019:1-8).  
3.2.7  Change in government 
The government of the host country is a key stakeholder for the firm, therefore it 
important for the firm to consider how any changes in government may affect its 
future opearations in that host country. There are circumstances where a change in 
government may result in the new administration not honouring some, or reneging 
on previous government’s commitments. Critical sectors such energy and mining 
that are key to a country’s economy can be severely and negatively impacted, 
thereby leading to slowing economic growth of a country (Yasuda & Mitsuhashi, 
2017:749-774).  
3.2.8  Laws and regulations unfavourable to foreign firms 
States could change or alter regulations and rules applicable to foreign investment 
within their borders, which can result in adverse effects on foreign firms operating 
within such countries (Li & Sun, 2017:555-565). These changes may involve the 
following: imposition of control over local production, or new rules affecting the 
repatriation of profits, or altering the ratio of foreign to local ownership. The US 
government implemented the Sarbanes-Oxley compliance regulations of 2002 after 
the unearthing of several accounting scandals during the early 21st century 
(Awolowo et al., 2018), which was a reaction to the social environment. The social 
environment urged a change to make public firms more liable. Subsequently, US 
SEC became more attentive on corporate compliance (Awolowo et al., 2018: Beck & 
Martinot, 2016). These factors have a direct impact on the international operations of 
the insurance broking firm in the study, therefore the study sought to find out the 
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extent and impact that laws and regulations of forign countries on the operations of 
the insurance broking firm in the study. 
3.2.9  Inadequate or underdeveloped legal system 
The business environments of African markets are characterised by institutional 
voids (Deng, 2012: George, Corbishley et al., 2016: Mol, Stadler & Ariño, 2017:3-9: 
Murithi, Vershinina & Rodgers, 2019), with weak judicial systems, poor contract 
enforcing mechanisms and regulatory systems, and an absence of specialised 
intermediaries (Khanna & Palepu, 2013). This study sought to find out what is the 
impact of inadequate and under-developed legal sytems in which the insurance 
broking firm in the study operates. Institutions, both formal and informal create the 
“rules of the game” (Zoogah et al., 2015) for players operating within any market. A 
lack of properly functioning institutions creates institutional voids, which increases 
the information asymmetries between domestic operators and foreign investors 
(Santangelo & Meyer, 2011).  According to the World Bank’s Doing Business Report 
for 2015, sub-Saharan African economies were seen as having effected the largest 
number of regulatory reforms designed to minimise the cost and complexity of 
regulatory processes and at strengthening legal institutions in 2013 to 2014 (World 
Bank, 2015).  
3.2.10 Bureaucracy and red tape 
Business unfriendly countries are characterised by bureaucracy and red tape. 
Tummers et al. (2016:320-341) describe red tape as all sorts of requirements, 
procedures, paperwork, rules, permits, taxes, which can be crucial when setting up a 
business in a foreign country. Excessive regulation, may repeal FDI (Enderwick, 
2017) and have a negative impact on a country’s economy even if the country may 
present great business opportunities (Seid, 2018). 
3.2.11 Corruption or other ethical blunders 
Corruption thrives in business environments with underdeveloped institutions (Wang 
et al., 2015) and as a result, African institutional environments have been inundated 
by graft over the recent past (Zoogah et al., 2015). In the mid-2000s Cuervo-Cazurra 
and Genc (2008) observed that emerging market multinational enterprises 
investments to be prevalent among the largest foreign firms present in the least 
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developed countries, especially those with high levels of corruption and poor quality 
regulation. 
3.2.12 Government intervention, protectionism and barriers in trade and 
investment 
Knight (2015) posits that internationally, free trade happens when there is an 
unhindered flow of products and services across national borders. Free trade offers 
nations numerous advantages (Irwin, 2020). Governments implement trade 
restrictions and interfere indirectly in ways that limit or alter free trade (Awolowo et 
al., 2018). Protectionism refers to rules and regulations implemented by the 
government with a motive to protect and defend domestic industries and markets. 
These instruments usually come in the form of tariff and non-tariff barriers, and are 
taxes applied by the government on certain imported goods (Knight, 2015). 
3.2.13 Mismanagement or failure of the national economy 
Mismanagement of national resources, wastage and corruption all result in poor 
economic performance or outright failure of the national economy (Muzurura, 2016.). 
A culture of patronage and corruption is contrary to the values of integrity, 
transparency, and accountability (Stephenson, 2017). The ultimate price for 
mismanagement is felt in both the public and private sectors and this has a huge 
impact on foreign firm’s profitability (Siddiqui, 2019).  
3.3  Exchange Control Risk 
Fluctuations in currency exchange can either have a positive or negative impact on 
the firm’s earnings from its foreign operations (Misra & Gupta, 2017). A positive 
movement happens when the currency of its host country, when traded against 
major currencies such as the US dollar or the Euro, weakens, which means that the 
firm needs less of the local currency to meet its foreign financial obligations (Misra & 
Gupta, 2017). Conversely, when the exchange rate between the foreign country’s 
currency and the major currencies strengthens, then this will have a negative impact 
on the firm’s earnings (Corsetti & Marin, 2020). 
3.3.1  Currency exposure 
Currency risk can be described as the firm’s exposure to the threats arising from 
adverse fluctuations in currency exchange rates (Ellyne & Chater, 2016). These 
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fluctuations are not uncommon, although there is increased exposure due to the size 
and frequency of international transactions and these are often conducted in multiple 
currencies (Review of Development Finance, 6(2), pp.139-150.). The value of a 
firm’s earnings can be diminished by significant exchange rate fluctuations, for 
example, the cost of raw materials and the cost of production can increase 
dramatically as a result of a significant currency exchange rate movement (Ellyne & 
Chater, 2016). 
3.3.2  Asset valuation 
Currency exchange control fluctuations can impact the value of the firm’s assets. 
Economic risk exposure results in changes in the firm's cash flows (Ellyne & Chater, 
2016). The unforeseen fluctuations of the exchange rate will have a significant 
bearing on the firm’s market value (Ellyne & Chater, 2016). Changes in the currency 
rate have a knock-on effect on the firm’s future cash flows, and this leads to 
transaction exposure. Similarly, cross-border reserves created from individual funds 
become susceptible to currency risk (Khan et al., 2017:95-102). The effect of positive 
currency movement will benefit some deals whilst negative rate changes, result in 
adverse consequences (Misra & Gupta, 2017). Changes in currency exchange rates 
are largely inconsistent they are not static hence they may deviate from purchasing 
power parity for prolonged periods (Misra & Gupta, 2017). 
3.3.3  Foreign taxation 
The international tax system’s main focus is on how states apply tax to foreign profits 
of local tax. Further, multinational enterprises experience foreign taxes such as 
withholding tax and capital gains tax (Mawanza, 2015). Mehta and Siu (2016) 
observe that multinational firms tend to be located in countries with relatively low 
taxation of foreign-source income. Multinational enterprises tend to be more 
profitable than domestic firms; hence there is an implied expectation that they should 
pay higher taxes (De Simone, Piotroski & Tomy, 2017.).  
3.3.4  Inflationary and transfer pricing 
MNCs can manipulate transfer prices to shift profits to low tax regions. Regulators, 
therefore, pay much attention to these transactions and remedy this by enforcing 
rules that stipulate that pricing must be built on for like transactions done between 
unconnected parties (Fillat, Garetto & Oldenski, 2015). Multinational enterprises 
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experience the regular distribution of resources between the parent firm and its 
foreign subsidiaries (Mudambi & Navarra, 2015). The firm needs to consider the cost 
of these movements (transfers), including the compliance risk associated with them 
(Abdallah, 2016).  
3.4  Other challenges experienced in Internationalising into African markets 
3.4.1  Risk of losing focus on home markets 
A considerable investment of firm resources is required to establish strong 
competitive advantage in many African markets (Amankwah‐Amoah, 2018). The 
emerging newcomer African firms internationalising into other African markets are 
limited in that the necessary firm‐specific capabilities are sometimes not well 
developed ahead of the internationalisation journey. The resulting effect of this 
imitation is that the internationalisation process imposes additional strain on 
managerial, financial, and other firm  resources (Ngwu et al., 2015).  
The same scenario is experienced by smaller and mid‐tier players from larger 
economies who embark on intraregional expansion into other much smaller markets, 
as they seem to face a high‐risk/low‐return situation (Boso et al., 2019).  There are 
other firms that appear to understand the potential negative impact  of this risk and 
therefore are making a strategic U‐turn in their internationalisation journey. 
Discussion in Reuters (2017) confirms that competitive pressures experienced in 
home markets  and a lack of success in international markets can force some firms 
to  de-internationalise. Competitive pressures in the domestic market can create the 
need and urgency for a firm to refocus its strategy. 
3.4.2  Risk of Over‐internationalisation 
Related to the possibility for the firm to misplace its priority and attention on its home 
markets is the threat of over‐internationalisation. This refers to a poorly judged speed 
and scope of internationalisation, as well as poor understanding and managing of 
internationalisation risks. Forsgren and Hagström (2007:291) refer to this as  
‘ignorant and impatient internationalisation’. It is not unusual for some firms to move 
in haste, thereby failing to take a catious approach such as the risk‐minimising 
incremental internationalisation process (as theorised by the Uppsala model) in their 
quest to urgently gain first‐mover advantages in relatively risky or unpredictable 
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markets. It is likely that an aggressive high‐risk internationalisation approach may  
yield great results, yet this may also sometimes result in weak outcomes (Wood, 
2015: Adeleye et al., 2018).  
3.4.3  Global competitiveness challenge 
Adeleye and Esposito (2018) highlight that the challenge of global competitiveness 
continues to haunt African firms, at national, sectoral, and corporate levels. 
Infrastructure, lack of skills and heavy regulation also remain as fundamental 
obsatcles to competitiveness (Newman et al., 2016). Amankwah‐Amoah (2018) 
affirms this view, positing that there are systemic issues such as limited economies 
of scale, and poor quality of service also contribute to the lack of competitiveness of 
African firms. (Newman et al., 2016: Adeleye & Esposito, 2018: Amankwah- Amoah , 
2018). 
In the case of internationalisation of firms, many are faced with the liabilities of 
smallness and newness as they struggle to compete against stronger and more 
established firms (Ngwu et al., 2015). Adeleye et al. (2018) illustrate that the banking 
sector is highly concentrated and dominated by larger British and French banks and  
emerging pan‐African banks, many of which were established within the last 30 
years, have to compete within the region against these giant well capitalised ones  
that have enjoyed possessing the bulk of the market share for centuries; and these 
emerging pan- African banks struggle to compete against them. 
3.4.4  Overcoming the liability of Africanness 
As the ‘Proudly Made in Africa’ campaign gains across the continent, 
internationalising African firms face several obstacles in persuading the hearts and 
minds of African consumers (Boso et al., 2019:35-65). The emergence of a growing 
African middle class and increasing globalisation influence drive the appetite and 
demand for foreign goods and brands (Ojaide, 2018). Ojaide, an ardent cultural 
critic, contends that the unique consumerism and attraction by African consumers to 
foreign brands and products is resonant of the colonial era (Ojaide, 2018) when 
Western‐made products were always considered superior. African firms struggle to 
compete with Western multinational enterprises that still enjoy dominance of markets 
within the continent, driven by consumer loyalty. As such, the liability of Africanness 
remains a real challenge and threat to African firms (Ngwu et al., 2015). Amankwah-
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Amoah and Debrah (2017) refer to this construct as the  liability of origin.This threat 
is more real to the South African insurance broking firm seeking new opportunities in 
other African markets. 
The liability of Africanness often arises from unchanged historical legacy, persisting 
stereotypes, complicated foreign relationships, deficits in social capital and trust 
levels (Ngwu et al., 2015). The level of interpersonal trust in many African countries 
is low, according to the results of a recent survey by Ortiz‐Ospina and Roser (2017), 
the percentage of people agreeing with the statement ‘most people can be trusted’ 
was found to be 24% in South Africa, 23% in Ethiopia, 15% in Nigeria, 8% in 
Tanzania, and 7% in Zimbabwe (Ortiz‐Ospina & Roser, 2017). The corresponding 
figures for Scandinavian countries are 74% in Norway, 64% in Sweden, and 58% in 
Finland. A study by Algan and Cahuc (2007) suggests that if the trust levels in Africa 
were the same as Sweden, the region's GDP per capita would vary by over 120%. 
3.5  Opportunities in Internationalising 
As earlier discussed, the business case for internationalising is becoming stronger 
and there are several key factors upon which firms base their expectations. There is 
an incentive for firms to minimise uncertainty and associated risks in the 
internationalisation process, thus availing opportunities and new possibilities for the 
firm. Ayres (2019) discusses the advantages and disadvantages of international 
trade.  
3.5.1  International Trade provides a platform for international expansion 
Firms that venture in international trade open up new avenues of business thereby 
allowing for sustained growth and expansion of the business. The growth of the firm 
means increased production output, higher employment prospects for the 
unemployed and career development for the current workforce (Ayres, 2019). 
3.5.2  International trade improves the firm’s financial performance 
Increased growth resulting from additional international markets means additional 
revenue streams and higher business turnover. There is, therefore, an incentive 
exists for the business to adhere to sound corporate governance and financial 
management principles, which includes increasing shareholder value. This corporate 
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discipline demanded by international trade ultimately impacts on financial 
performance (Ayres, 2019). 
3.5.3  Firms can diversify risks through Internationalising  
International trade provides a platform for diversification, for instance, a firm engaged 
in international trade may not depend only on the domestic market revenue and as 
such, it is insulated against market shocks in the domestic market or domestic 
economic downturns. The firm may also be protected from the impact of natural 
occurrences, such as adverse weather and natural disasters which affects other 
businesses (Ayres, 2019). 
3.5.4  International trade creates market competitiveness 
Firms that compete in several markets simultaneously constantly focus on increasing 
their competitiveness over domestic businesses, which ensures a highly balanced 
business portfolio. Their experience and exposure to different market environments 
and trends make them focus more on improving product quality and design as well 
as product development (Ayres, 2019). 
3.5.5  International trade provides currency arbitrage opportunities for 
exporting firms 
Firms venturing in international trade can take advantage of currency arbitrage and 
make use of their foreign currency reserves to fund their operations domestically or 
abroad. Another added advantage is that firms can use the currency exchange 
differences to hedge against currency fluctuation risk (Ayres, 2019). 
3.5.6  International trade can assist the firm to overcome challenges of 
domestic market saturation and high levels of competition 
Market saturation and high levels of competition can result in a loss of market share 
within the domestic environment. International trade opens up new markets, thereby 
creating new revenue streams for the firm to tap into (Ayres, 2019). 
3.6  Conclusion 
The literature review covered provides the basis for the rest of the study. Chapter 
two provided theories of internationalisation in order to highlight the theoretic roots of 
the internationalisation strategy of the insurance broking firm in the study. Chapter 
three focuses on literature explaining opportunities, challenges and the actions firms 
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take to overcome these challenges. Every participant response was analysed and 
linked to the literature covered in chapters three and four. The next chapter focused 






4.1  Introduction 
This chapter outlines the research methodology that was used for this study, and 
provides justification why specific choices were made, which tools were used and 
how they were used. They include the research philosophy, research approach, the 
method, sampling strategy the sample population and size. The chapter  focuses on 
how the data was collected, showing the tools and instruments used. It delves into 
research ethics, how the researcher implemented its principles and how these 
helped preserve the quality of data, maintain the integrity of the research as well 
protect the participants involved in the research.  
4.2  Research philosophy – Interpretivism 
The researcher has chosen the interpretivist approach because the study focuses on 
a context of diverse people which diversity has influenced the South African 
insurance broking firm that seeks to internationalise into other African markets. The 
interpretivism approach integrates human interests in the study (Pham, 2018: 
Dudovskiy, 2019). The main difference between positivism and interpretivism is that 
it is premised on the notion that our consciousness of reality is a social construct that 
is created by human actors (Goldkuhl, 2012). According to Aliyu et al. (2014), this 
reality can be fully understood through subjective interpretation. In addition, William 
(2015) notes that there are diverse interpretations of reality, and most of these 
originate from scientific knowledge that researchers are pursuing. This observation is 
significant in that knowledge created from the research might not necessarily be 
perpetual, but relative to the time, context or culture where the study was conducted 
(Walliman, 2015).   
As such, considering distinctiveness, contextual complexities of diverse business 
situations is the nature of the interpretivist approach. For example, business practice, 
laws and market behaviour in an East African country such as Tanzania differs from 
a West African country like Ivory Coast. Hence the use of the interpretivist approach 
in this research study was considered to be most appropriate. Further, interpretivism 
is based on the notion that the researcher as a social actor cannot be separated 
from his/her research subject (Dudovskiy, 2019). 
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Therefore in this instance, the researcher uses her/his presumptions and bias to 
guide the process of inquiry (Aliyu et al., 2014: Pham, 2018).  The researcher 
explored the diverse perspectives of different groups of people working within the 
South African insurance broking firm, seeking to internationalise into other African 
countries. This was particularly done in this way so that the complexities and richer 
comprehension of the study's social world and context were captured. 
4.3  Research approach – Qualitative research 
The qualitative research approach was used in this study because it emphasises the 
careful and detailed description of social practice (Gray, 2013; Jameel, Shaheen,& 
Majid, 2018). Qualitative research goes beyond gathering and reporting on non-
quantitative data; it is also a pursuit of an understanding of how the research 
participants have a cognitive awareness and experience their world. (Ormston et al., 
2014: Belotto, 2018). Noble (2019) confirms that qualitative research is most 
appropriate when seeking to gain an understanding of how institutions operate and 
function. This approach fits in with the objectives of this study as it seeks to 
understand the challenges and actions implemented to overcome challenges as well 
as the business opportunities encountered by the South African insurance broking 
firm in internationalising into Africa.  
4.4  Research method- interviews  
The researcher used face to face semi-structured interviews to collect data from key 
participants that possess personal experiences, perceptions, attitudes, as well as 
beliefs regarding the subject of this research study. DeJonckheere and Vaughn 
(2019) explain that an interview is a dialogue involving the researcher and a 
participant in the interview, which is guided by a flexible conversation that may be 
accompanied by follow-up questions, inquiries and comments. The use of interviews 
as a tool in research lets the researcher gather broader data, and to search 
participants’ opinions,views, their feelings and beliefs about a particular topic and to 
intensely investigate private and at times delicate and complex issues (.Jentoft & 
Olsen, 2019). The interviews were conducted in Johannesburg, South Africa, 
between January 2018 and March 2019. Fifteen (15) of the participants are South 
Africans while five participants are from different countries such as Zimbabwe, 
Kenya, Ghana, Nigeria and Senegal.Three interviews with representatives based in 
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Ghana and Senegal and Nigeria were conducted by telephone and calling on Skype, 
and the interview guide containing the research questions was sent to the 
representative based in Kenya, which was done due to distance limitations. 
4.4.1  Advantages of interviews 
Advantages of interviews are explained in Sociology Group (2019) as follows: 
 Interviews allow for flexibility to the interviewer. 
 The response rate of interviews is higher and better than that of mailed 
questions; further, the interview is accommodative of illiterate participants as 
they can answer the questions without the pressure of reading or writing 
anything. 
 Non-verbal behaviour of the participant is visible to the interviewer and this 
can help him/her to judge which way to direct the interview. 
 The interviewer is in control of where the interview can be conducted and 
he/she can choose the suitable place where there is privacy and less noise. 
Whereas mailed interviews can be conducted in conditions that the 
researcher has no control and this may have an effect the quality of the 
feedback received from the participant. 
 The interviewer can follow the sequence of questions as arranged according 
to the questionnaire. The interviewer can also easily adjust and to 
accommodate the participant’s spontaneity. 
4.4.2  Disadvantages of interviews 
Sociology Group (2019) also highlights the disadvantages of interviews as follows: 
 Arranging interviews can be time-consuming as well as very costly. 
 Issues such as the interviewer’s ethnicity, gender, age and social class can 
influence a bias response by the participant. 
 One of the main concerns for many participants is the sometimes limited level 
of anonymity and the researcher has to give absolute reassurance. 
 Challenges of accessibility or availability of participants are common. Some 




4.4.3  Types of individual interviews 
There are three categories of interviews which  are structured interviews, semi-
structured interviews and unstructured interviews (King, Horrocks & Brooks, 2018). 
New fact-finding information associated with the research topic can be drawn by 
utilising semi-structured interviews and the researcher can link other data sources or 
confirm findings through testing respondent feedback about research results (King, 
Horrocks & Brooks, 2018).    
4.5  Sampling Strategy – Non-probability, purposive sampling technique  
The study used non-probability sampling. This sampling technique was appropriate 
for this study as it made it possible for the researcher to apply judgement in actively 
selecting research participants identified as most apt to providing answers to the 
research questions. Again, this sampling technique was best suited for this study, 
given its convenience and budget limitations. One main characteristic of this 
technique is that research participants are selected based on the subjective 
judgement of the researcher rather than random selection. The goal here is not 
necessarily to make generalisations from the research sample, but rather to draw 
intricacies from the sample being studied (Liamputtong, 2013: Langer, 2018).  
The South African insurance broking firm provided access to one of their interview 
rooms and allowed a maximum of two interviews per day within a time-space of two 
working weeks. Some of the participants requested for the interviews to be 
conducted on a Saturday morning due to workload constraints during the week. 
4.6  Research population and sample 
Population- consisted of: 
 all employees at all levels employed at the South African insurance broking 
firm seeking to internationalise into other African countries. 
A sample of twenty employees of the South African insurance broking firm in the 
study as was selected for interviews. The firm is located in South Africa. Sixteen 
participants were based in Johannesburg, Gauteng. The remaining four participants 
in the sample were from Kenya (1 participant), Nigeria (1 participant), Ghana (1 
participant) and 1 participant from Senegal. Five participants were executives of the 
firm, five participants were middle managers and the rest of the 20 participants were 
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non-managerial employees responsible for the day-to-day servicing of client 
accounts.  
Firstly, interviews were done with the firm’s top managers comprising the managing 
director followed by the operations director. Top management was targeted to 
understand the strategic focus of the firm as well as obtain a sense of where 
internationalising sits at the strategic level. 
The key accounts manager and ten account handlers are responsible for the 
oversight of all multinational programmes and the marketing function. Further, 
interviews were conducted with the firm’s five account managers from correspondent 
offices in four countries (Senegal, Ghana, Kenya and Nigeria). To further enrich the 
data, the researcher also interviewed the finance manager and human resources 
managers to obtain an in-depth understanding of firm-level dynamics affecting the 
implementation of the internationalisation strategy of the South African insurance 
broking firm. Three interviews with representatives based in Ghana and Senegal and 
Nigeria were conducted by telephone and Skype, and the interview guide containing 
the research questions was sent to the representative based in Kenya, which was 
done due to limit the distance.  
4.7  Data collection 
As highlighted above, the researcher used face to face semi-structured interviews to 
collect data from key participants that possess personal experiences, insights, 
attitudes, and beliefs associated with the subject of this research study (Gray, 2013: 
King, Horrocks & Brooks, 2018). The questions were semi-structured and open-
ended and the interviewer utilised an interview guide. The interview guide was 
structured in three sections A and B. In total there were eight open-ended questions 
in the guide. Section A of the interview guide focused on the participant’s biographic 
details and contained two questions. Section B was the main part of the interview, 
which contained the three research questions. The interviews lasted between 30 
minutes and did not exceed 45 minutes. 
The insurance broking firm in the study granted access to a board room where the 
researcher sat privately with one participant per interview and made notes during 
and after the interview based on the participants’ responses. No recordings were 
made during the interviews. The findings will be shared with the insurance broking 
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firm in the study in the form of a written executive report and a presentation to the 
Board of Directors. 
The value of using semi-structured interviews is that they combine a pre-determined 
set of open questions with the opportunity for the interviewer to explore particular 
themes or responses further (Gray, 2013: King, Horrocks & Brooks, 2018).  
The use of semi-structured interviews was also considered most appropriate as it 
enabled the researcher to probe through the use of follow up questions. It also 
allowed for new research directions to emerge during the interviews. (O’Leary,2013: 
Saunders, Lewis & Thornhill, 2016). 
Primary data is produced through the research development and is usually gathered 
through the use of tools and techniques such as interviews, focus group discussions 
and observations (Crowther & Lancaster, 2009: Quinlan, et al., 2019). Secondary 
data, on the other hand, refers to data that is already available within a firm in one 
form or another. This data is usually found in books, a firm’s own website, annual 
reports, business reviews, journals and academic articles (Saunders, Lewis & 
Thornhill, 2016).  
Because of ease of access and convenience, the researcher compiled and analysed 
a number of secondary data sources including firm reports, published reports, 
information regarding competitors of the insurance broking firm in the study and 
online information. As a result, data was collected firstly from secondary sources, 
followed by the use of semi-structured interviews. 
4.7.1  Validity and reliability 
The researcher sought to eliminate his own subjectivity and ensure quality and 
consistency in the data. This was done through sharing the transcript with each 
participant so that any discrepencies would be addressed instateneously. Further, 
the technique of prolonged contact was used with all participants; for instance, the 
researcher had to revert back to seven participants to strengthen the quality of 
responses to the research questions.  
4.8  Data analysis: Qualitative content analysis 
This study made use of the qualitative content analysis method. In conducting 
content analysis one needs to start by defining the source material and select 
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interviews or those parts that are relevant for answering the research question. This 
includes analysing how the material was generated, declaring who was interviewed, 
how the sample was chosen, who was involved and who was present in the 
interview situation. 
The next step is to categorise and interpret the selected data (Ormston, 2014). Data 
were categorised using the coding technique whereby each unit of data was labelled 
within a data set. The qualitative content  data analysis method entails 3 steps which 
are: 1 Codes, 2. Categories, 3. Themes 
Themes in qualitative content analysis can either be of a broad surface structure (a 
manifest analysis) or of a deep structure (a latent analysis) , (Bengtsson 2016: 
Vaismoradi and Snelgrove, 2019). Coding assists in rearranging the data and makes 
retrieving it more efficient (ibid, 2016). A category is an idea that is directly 
expressed in the text, but a theme is more than a category. Categories express 
concepts whilst themes unpack the concepts thereby giving more meaning to them 
hence the use of sentences for themes. 
Qualitative content analysis is a valuable method for this research study because it 
permits taking into account the context in which the data was collected as well the 
theoretical background of the research (Grey, 2013).  
4.9  Ethical considerations 
Ethical clearance was obtained from the University of Johannesburg for this study. 
The ethical clearance number was 2019BM45.  
4.9.1  Informed consent - Permission to conduct the study 
Permission to conduct the interview was sought from the participants and all material 
disclosures in respect of the purpose, the process of the interview were made to the 
participants. To confirm their consent the participants were given a consent form 
(see Appendix 1) to sign to confirm that they were consenting voluntarily. 
This ethical principle requires researchers to obtain voluntary participation on the 
subject after informing respondents of possible risks and benefits (Ritchie et al., 
2013: George, Kuiken, & Delborne, 2019). At the outset of the study, participants 
were informed of the research objectives and processes. This involved providing a 
full, clear, non-technical explanation of the study and what is expected of them. This, 
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therefore, allowed participants to make an informed choice to participate in the study. 
According to Brinkmann (2014), George, Kuiken and Delborne (2019), an important 
aspect of informed consent is that it should be voluntary and informed. The 
researcher also requested for permission to transcribe during the interviews while 
the participants responded to the questions. This was done to avoid or minimise 
distraction or intimidation for those participants who may have not been used to 
having a face to face interview or were having it for the first time.  
4.9.2  Confidentiality and Anonymity 
The researcher made an effort to protect against unwarranted access to the 
participants’ information and disclosures. Participants were informed of how data will 
be collected and processed as well as to whom the information would be made 
available. They were given the option to use pseudonyms to protect their identities 
and assure anonymity. Participants were also informed of their right to withdraw from 
the study at any time thus respecting their autonomy. The names of the South 
African insurance broking firm and its associates or any associated entity were not 
disclosed throughout the study. 
4.9.3  Do no harm 
The principle of non-maleficence or do no harm means that the research should not 
harm the research participants or any other person (Ritchie et al., 2014). This means 
that the researcher considers the potential risks that the research may hold and take 
due care to avoid and limit any potential harm to the research participants. 
Reasonably foreseeable factors such as potential risks, discomfort or adverse effects 
that could influence the participant’s willingness to participate were also shared. 
They were also given the liberty to opt-out of the study at any given time if they so 
wished to do so for whatever reason. 
4.9.4  Storage of data 
Data was collected in the form of transcripts that were recorded (handwritten) during 
the interviews. Two external data storage devices which are a memory card and an 
external disk drive were used to store data. Backup storage in the cloud was also 
used. These were kept in a secure location only accessible to the researcher to 
ensure confidentiality. All completed physical questionnaires were stored a dedicated 
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file and kept and managed in compliance with the South African Protection of 
Personal Information Act. 
4.10  Summary 
The methodology chapter provided details of the research methodology used in this 
study and the explanation of why this methodology was chosen. The chapter 
provided details of how the sample was chosen and the methods and tools used to 
collect and analyse the data. The interpretivist philosophy and the qualitative 
research approach were used, in which semi-structured face-to-face interviews were 
conducted to gather data. The data were analysed using the qualitative content 
analysis method. Ethical considerations observed were also discussed, to maintain 
the integrity of the study as well as to protect the participants. 







PRESENTATION OF FINDINGS 
5.1  Introduction 
Chapter three covered the methodology used in this study and explained the 
rationale why the particular methodology was deemed appropriate. Chapter four 
covers a thorough analysis of the data collected presents the findings of this study. 
Chapter three explained that the approach of this study is qualitative research, and 
qualitative data was collected using semi-structured face-to-face interviews. An 
interview guide (attached in Appendix 2) was developed to guide the discussion 
between the researcher and the participants. A sample of 20 participants who are 
employees of the South African insurance broking firm seeking to internationalise in 
Africa was chosen. The interview guide was divided into two sections. Section A 
focused on biographic data of each participant and section B focused on the 
research questions.  
5.2  Section A: Background of participants  
Biographical data of 20 participants was collected in section A of the interview. All 
material disclosures relating to the focus and purpose of the interview were made to 
the participants prior the interview, which also involved assuring the participants that 
all information shared would be treated confidentially and anonymity would be 
maintained at all times. Each participant was requested to sign a consent form 
(attached as Appendix 1). In keeping with research ethics best practice, the 
researcher did not disclose names or the identity of the participants nor the firm’s 
identity. Instead, each participant is referenced with a participant number as an 
identifier. The table below presents the participants with biographical information. 
Table 5.1: Background of participants 
Participant 
Number 
Years in the 
firm 
Position in the firm Nationality 
Participant 1 10 years Managing director South African 
Participant 2 11 years Operations director South African 
Participant 3 11 years Finance manager South African 





Years in the 
firm 
Position in the firm Nationality 
Participant 5 4 years Senior Account executive Zimbabwean 
Participant 6 2 years Account handler South African 
Participant 7 2 years Account handler South African 
Participant 8 2 years Account handler South African 
Participant 9 4 years Account handler South African 
Participant 10 3 years Account handler South African 
Participant 11 3 years Account handler South African 
Participant 12 3 years Account handler South African 
Participant 13 2 years Account handler South African 
Participant 14 4 years Account handler South African 
Participant 15 3 years Account handler South African 
Participant 16 3 years Account handler South African 
Participant 17 3 years Account executive Ghanaian 
Participant 18 3 years Account executive Kenyan 
Participant 19 4 years Account executive Senegalese 
Participant 20 4 years Account Executive Nigerian 
5.2.1  Number of years in the firm 
The participants had a combined total of 90 years’ experience working for the firm in 
various functions and the senior employees had more years with the firm.  
5.2.2  Position in the firm 
The researcher targeted employees directly involved in the internationalisation of the 
South African insurance firm into Africa. This included senior, mid-level and technical 
and administrative employees. The sample contains the managing director who is 
responsible for the firm's overall oversight, the operations director whose role is to 
oversee people, processes and systems across the firm's operations in South Africa 
and the rest of Africa. The financial manager is responsible for the firm’s financial 
management and governance and the human resources manager is responsible for 
recruitment and people management. These four top management roles form the 
firm’s strategic team, and they are in charge of the overall strategy and all matters to 
do with corporate governance. The sample also contains a senior account executive 
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who is the market specialist responsible for managing key client accounts. The 
sample also consists of five foreign account executives based in Kenya, Nigeria, 
Senegal and Ghana. Lastly, the sample contains ten account handlers who provide 
back end technical and administrative support to all Account executives.  
5.2.3  Nationality 
Fifteen (15) of the participants are South Africans while five participants are from 
different countries such as Zimbabwe, Kenya, Ghana, Nigeria and Senegal It is 
important to consider the participants' nationality because the firm has already 
engaged in international business and its internationalisation activities have resulted 
in the onboarding of non-South African nationals.  
5.3  Section B - Research questions 
Section B focused on the following research questions:  
Research Question 1 
What are the opportunities in internationalising the firm?  
Research Question 2 
 What are the challenges experienced in internationalising the firm?  
Research question 3 
What actions has the firm implemented to overcome these challenges? 
5.3.1  Question 1: What are the opportunities experienced in 
internationalising the firm?  
All 20 participants answered this question. Findings based on question 1 yielded 
three themes and five categories, which emanated from the data analysis. The 
themes and categories are as follows:  
5.3.2  Theme 1 
Firms that internationalise early into African countries will enjoy first mover 
advantages in challenging business environment and will gain a reputation in the 
insurance industry as having the necessary internal capabilities and competencies to 
undertake international business. 
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All 20 participants indicated that the firm has an opportunity to be the market leader, 
considering the insignificant internationalisation activity into other African markets by 
other South African insurance broking firms. This represents 100 per cent of the 
population. Three participants further confirmed that the firm could realise another 
revenue stream through renting their networks by collaborating on once off insurance 
deals where those firms do not have access to the markets in which the insurance 
broking firm in the study trades. 
Category 1: 14 out of 20 participants remarked that many aspiring South African 
insurance broking firms find the African markets as a tough environment, and as 
such the firm stands to enjoy early mover advantages in the firm. 
 Participant 1: “there is an abundance of opportunities that we have identified 
that are major pull factors for us. Examples of benefits I can mention to you 
now are: Number 1,Accessing an untapped insurance market: This is 
because a lot of local insurance brokers do not have a risk appetitie for 
internationalising into Africa”. 
 Participant 5: “Many aspiring South African insurance broking firms find the 
African markets as a tough environment as such the firm stands to enjoy early 
mover advantages”. 
 Participant 18: “Another exciting opportunity is that here in Kenya we do not 
have many South African insurers brokers coming in to set up shop and South 
African companies are well respected because of the strength of their market 
and the expertise they possess within the insurance sector”.  
Category 2: 6 out of 20 participants said that the firm can avail its network to other 
international insurance broking firms seeking to expand into African markets, and 
this will provide a poll position for the firm. 
 Participant 9: “There is an additional stream of income for us through 
collaborating with other international players that have clients operating in our 
territories but don’t have their own networks, we bridge that gap and we 
charge fees for the use of our facility”. 
 Participant 17: “There is an opportunity for collaboration with South African 
insurance brokers that don’t have access into the markets in which we are 
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trading in. These firms approach us to assist them by using our network for 
servicing their international clients that are present in the markets”. 
 Participant 19: “The firm can avail its network to other international insurance 
broking firms seeking to expand into African markets, and this will provide a 
pole position for the firm”.  
5.3.3  Theme 2 
Internationalisation will provide the firm an opportunity to expand its operations into 
other African countries and to diversify its product range, thereby introducing new 
revenue streams and increasing profitability. 
Eighteen (18) out of 20 participants (90%) pointed out that there is a huge 
opportunity for the firm to increase its earnings through expanding operations by 
internationalising into other African markets. The other 2 participants felt that the firm 
should focus on expandinding to one market at a time.Two categories emerged from 
this theme: 
Category 1: 13 out of 20 participants highlighted that there is an opportunity for the 
firm to expand its operations in other African countries.  
 Participant 3: “We have been doing international business and are gaining 
increasing knowledge of markets and their respective environments; this in 
my view is preparing the firm for more opportunities to engage in FDI.” 
 Participant 19: “The firm is internationalising because of prospects for 
increased profitability.” 
 Participant 18: “Internationalising the firm is growing our revenue.” 
 Participant 16: “ A new book of business is being introduced.” 
 Participant 2: “The firm is acquiring knowledge and experience in doing 
international business in other African countries and I am sure we are on the 
right course to lead the completion as well as to create more revenue streams 
for the firm”. 
Category 2: 5 out of 20 participants commented that internationalising the firm will 
diversity the firm’s product range into other African countries. 
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Two out of 20 participants mentioned also mentioned that there is an opportunity to 
innovate through designing and introducing new products to meet client’s needs in 
various countries. The two comments came from top managers within the firm. 
 Participant 10: “There is a definite demand on the firm to innovate and 
develop new products. Our clients in other African markets operate in diverse 
conditions that give rise to peculiar risks and the world is changing and with 
this there are new emerging risks that face businesses “. 
 Participant 8: “The firm is rolling our special product schemes for our clients. 
This has to be done to keep the firm relevant to its clients” 
 Participant 14: “There is a definite opportunity to diversify the firm’s book of 
business”. 
5.3.4  Theme 3 
Organisational learning and developing operational excellence firm will contribute 
towards the firm developing a competitive advantage. 
Six out of 20 participants said that the strategy taken by the firm allows for 
organisational learning and development.. Only one category emanated from this 
theme: 
Category 1: Organisational learning and developing operational excellence firm will 
contribute towards the firm developing a competitive advantage. 
 Participant 2: “The firm is acquiring knowledge and experience in doing 
international business in other African countries and I am sure we are on the 
right course to lead the completion.”  
 Participant 13: “Another opportunity is that our careful implementation f the 
firm strategy equips us with the all-important knowledge of different markets. I 
believe this is very crucial before we can venture into any territory with 
incremental commitment of resources.” 
 Participant 14: “As a South African firm, we are creating a wealth of 
knowledge and experience in internationalising into other African insurance 




5.4  Question 2: What are the challenges experienced by the firm during the 
internationalisation process?   
All 20 participants answered this question and six themes and 13 categories 
emerged as follows: 
5.4.1  Theme 1 
It is difficult to repatriate or remit earnings and profits from other African countries 
back to South Africa due to legislative and tax requirements, credit control systems 
are underdeveloped and inefficient in other African countries and doing business in 
other African countries is more costly than in South Africa.  
Seventeen (17) out of 20 participants said that the firm experiences diverse 
challenges in its international activities while the other 3 participants raised only 
challenges relating to their roles in support functions.Three categories were related 
to this theme. 
Category 1: 7 out of 20 participants said, it is difficult to repatriate or remit earnings 
and profits from other African countries back to South Africa due to legislative and 
tax requirements.  
 Participant 1: “Remitting earnings back to South Africa is difficult because of 
local regulatory rules, for example it not permitted to make external payments 
for non-reinsurance transaction in all African territories.”  
 Participant 2: “We are not admitted brokers in any of the markets we trade in 
Africa, as such we are not permitted to receive direct payments for services 
rendered even through a local broker partner.” 
 Participant 9: “Earnings from outside South Africa are difficult to receive 
because of transactional controls in many countries.” 
 Participant 14: “We find that collecting due payments are difficult in many 
territories. At the end of the day it all boils down to the Rands and cents, and 
the question is what good is it to the firm if after all the work we still can’t 
collect what is due for services is rendered” 
Category 2: 12 out of 20 participants highlighted that credit control systems in other 
African countries are underdeveloped and inefficient. They pointed out that that the 
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firm experiences frustrations with collecting due payments from local partner brokers 
on time. 
 Participant 1: “The issue of delays in collecting receivables from other 
territories continues to be a big challenge for us. Sometimes the delays are 
not even the local brokers, sometimes our clients take time to process due 
payments”. 
 Participant 3: “Credit control challenges affect our cash flow planning and 
forecasting. Collecting due monies from African territories is never a straight 
forward process. We have learnt that this is a fact of life in international 
business within African markets and we factor this in our planning.” 
 Participant 5: “Sometimes we are forced to write off bad debt due to 
protracted defaults by clients, this is credit risk that we have to manage.” 
Category 3: Doing business in other African countries is more costly in comparison 
to South Africa. Nine (9) out of 20 participants indicated that engaging in 
international business is costly. 
 Participant 1: “Compliance requirements in some territories are cumbersome 
and costly and we try as much as possible to manage our overheads to avoid 
unnecessary losses, we always aim to achieve optimum returns on 
investment”. 
 Participant 8: ““Another issue is the transactional costs and tax liability for 
example we pay withholding tax for all amounts extracted from any country.” 
 Participant 11: “The cost of doing business in Africa is generally high, costs 
such as international travel and accommodation, infrastructure set up, 
operational expenses and employee remuneration top the list” 
5.4.2  Theme 2 
It is difficult for South African insurance brokers to work with other African insurance 
brokers and to serve clients based in other African markets and unethical behaviour 




Participants remarked that there are challenges relating to unprofessional and 
unethical conduct by some of their partner broking firms in foreign markets. Three 
categories were related to this theme.  
Category 1: 11 out of 20 participants remarked that it is difficult for South African 
insurance brokers to serve clients based in other African markets because such 
clients were previously served by local insurance brokers.  
 Participant 7: “I think one of our biggest challenges lies with implementing 
our mandate in some countries due to high resistance by the clients’ local 
staff and teams.” 
 Participant 12: “Corruption is alive and well in several territories, most of the 
time when we face resistance in implementing our clients’ mandate, and the 
source of all that is the clients very own team members who often require 
bribes in order to place business with us. If this does not happen, we risk 
being sabotaged in our work and delivering on our mandate.” 
 Participant 5: “Sometimes clients insist on retaining existing service provider 
relationships and we are forced to partner with these preferred service 
providers who are not a part of our network. This is a source of great risks for 
the firm.” 
 Participant 16: “One of the threats we encounter is unreliable, dishonest or 
opportunistic partners and this has the effect of destabilising our relationships 
with our clients”. 
Category 2: 9 out of 20 participants said that South African insurance brokers find it 
challenging to work with other African insurance brokers that are chosen by clients in 
other African markets because such local brokers want to dominate business 
dealings. 
 Participant 7: “Another difficulty is that some partners are opportunistic and 
would want to dominate the relationship in the partnership and this is 
problematic because our firm always has to drive the relationship.” 
 Participant 8: “Non-admittance in any African market is limiting in that we 
have to reach our client through a third party and this can be used against us 
by bad partners.” 
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 Participant 16: “One of the threats we encounter is unreliable, dishonest or 
opportunistic partners and this has the effect of destabilising our relationships 
with our clients”. 
Category 3: 14 out of 20 participants which represented 70 per cent of the sample 
population mentioned that unethical behaviour by the firm’s African business 
partners comprises professional customer relationships and can result in a loss of 
the customer’s business.   
 Participant 7: “We do also encounter challenges of unprofessional conduct 
from partners, such as poor communication, delays in processing client 
requests and poor service delivery.” 
 Participant 12: “There have been instances where of local brokers hide 
critical accounting information relating to transactions conducted.” 
 Participant 15: “Heavy reliance on broker networks has its own challenges 
such encountering unreliable brokers that misrepresent you for their own 
benefit. Corruption is prevalent in some territories.” 
5.4.3  Theme 3 
Legislative and compliance requirements in other African countries constrains the 
South African firms operations in those countries. 
17 out of 20 participants, which represented 85 percent of the population on the 
sample, spoke about the challenge of compliance to regulatory rules. One category 
related to this theme emerged:  
Category 1: Legislative and compliance requirements in other African countries 
constrains the South African firms operations in those countries. 
 Participant 1: “Remitting earnings back to South Africa is difficult because of 
local regulatory rules, for example it not permitted to make external payments 
for non-reinsurance transaction in all African territories”  
 Participant 2: “We are not admitted brokers in any of the markets we trade in 
Africa, as such we are not permitted to receive direct payments for services 
rendered even through a local broker partner.” 
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 Participant 9: “Earnings from outside South Africa are difficult to receive 
because of transactional controls in many countries.” 
 Participant 14: “We find that collecting due payments are difficult in many 
territories. At the end of the day it all boils down to the Rands and cents, and 
the question is what good is it to the firm if after all the work we still can’t 
collect what is due for services is rendered.” 
5.4.4  Theme 4 
Outdated technology, poor and inadequate infrastructure, political and 
macroeconomic instability, cultural bias, corruption and unethical business are 
challenges experienced by the firm when doing business in African countries. 
15 out of 20 participants representing 75 per cent of sample population stated that 
country related challenges have an impact on the firm’s foreign operations.  
Category 1: 13 out of 20 participants said that outdated technology and poor and 
inadequate infrastructure makes it difficult to interact effectively with clients in those 
countries. 
 Participant 6: “Accessibility to certain locations is very difficult, challenges 
like poor road infrastructure, inconsistent energy supply, poor communication 
systems hamper efficiency.” 
 Participant 11: “Our team has to get used to working under hard conditions 
where almost everything is of a lesser standard than they are used to.” 
 Participant 14: “Poor communication with clients and partners is a consistent 
challenge for example telephone communication is very difficult due to poor 
networks. Individuals in some territories do not rely on email communication 
but on word of mouth or face to face interaction.” 
Category 2: 10 out of 20 participants mentioned that political and macroeconomic 
instability in some African countries impedes the firm’s business operations in those 
countries  
 Participant 5: “Political instability in some countries is a threat to 
sustainability. Therefore we are careful in choosing markets. Insurance itself 
is a business discipline focusing on risk yet there are environment where the 
risk facing the firm is just too high.” 
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 Participant 11: “Economic performance is one of the key pull factors that 
attracts our firm into a market. The high economic volatility in some territories 
reduces business confidence.” 
 Participant 13: “Of course there will also be the fear of political risks in these 
countries. Terrorism is a real threat, two years ago there was terrorist attacks 
in the northern region of country X where we run our operations and two of 
our clients premises were attacked. This had an impact on us after these 
clients closed temporarily due to security reasons.” 
Category 3: 5 out of 20 participants expressed that some cultures in some African 
countries have a gender bias and perpetuate the dominance of patriarchal systems, 
which result in female brokers being side-lined in their jobs. The participants pointed 
out those gender imbalances had an impact on the firm’s operations in international 
markets. 
 Participant 9: “I have been to countries with cultures where women are not 
allowed to address men.” 
 Participant 12: “Cultural and religious norms differ in many African countries 
and it is not easy to adjust and get it right in every culture. We have got it right 
most of the times because of the organisational learning processes yet we 
have blundered a few times and all this has been a learning curve.” 
 Participant 16: “I believe that cultural influences determine how individuals 
conduct themselves in business dealings. I have taught myself never to come 
with pre conceived ideas about other cultures or to make any judgements 
based on stereo types, but understanding different cultures takes time.” 
Category 4: 13 out of 20 particpants said that corruption and unethical business 
dealings is systemic and rife in some African countries and this impacts negatively 
on the firm’s operations. 
 Participant 7: “I think one of our biggest challenges lies with implementing 
our mandate in some countries due to high resistance by the clients local staff 
and teams.” 
 Participant 12: “Corruption is alive and well in several territories, most of the 
time when we face resistance in implementing our clients’ mandate, and the 
source of all that is the clients very own team members who often require 
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bribes in order to place business with us. If this does not happen, we risk 
being sabotaged in our work and delivering on our mandate.” 
 Participant 5: “Sometimes clients insist on retaining existing service provider 
relationships and we are forced to partner with these preferred service 
providers who are not a part of our network. This is a source of great risks for 
the firm.” 
 Participant 16: “One of the threats we encounter is unreliable, dishonest or 
opportunistic partners and this has the effect of destabilising our relationships 
with our clients”. 
Category 5: 8 out of 20 participants said that local governments in other African 
countries intervene in order to protect domestic business against foreign business 
interests. The participants referred to this as protectivism. 
 Participant 1: “Some local insurers frown upon international brokers and give 
better support to local brokers.” 
 Participant 19: “The liability of foreignness is experienced where local service 
providers use the advantages such as regulatory protections afforded to 
admitted brokers.” 
 Participant 13: “It is very easy for local competitors to report a foreign firm to 
the authorities where they feel that the foreign firm has overstepped the 
bounds of regulation and the consequences can be  too costly for the foreign 
firm.” 
5.4.5  Theme 5 
The South African firm’s brokers are more skilled and knowledgeable in financial 
services than their African counterparts.  
5 out of 20 participants shared how there is a gap in knowledge and skills between 
the insurance broking firm in the study and its African counterparts. One category 
related to this theme emerged:  
Category 1: The South African firm’s brokers are more skilled and knowledgeable in 
financial services than their African counterparts.  
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 Participant 3: “ The gap in skills and knowledge between our team and local 
staff members in foreign markets is too wide and this is a frustration for our 
team and conflicts often arise.” 
 Participant 7: “sometimes our progress is slowed down because we have to 
spend time training people in our foreign teams that we collaborate with. We 
spend resources teaching concepts and basics.” 
 Participant 9: “I think our growth rate would be much faster if the foreign 
partner brokers gain the same experience that we possess. Our firm os doing 
a lot to capacitate our partner teams in foreign territories.” 
5.4.6  Theme 6 
Commercial risk is prevalent for the firm when a local broking partner from an African 
country does not fulfil their business obligations. 
13 out of 20 participants spoke about commercial risk. One category related to this 
theme: 
Category 1: Commercial risk is prevalent for the firm when a local broking partner 
from an African country does not fulfil their business obligations. 
5.5  Question 3:  What actions can the South African insurance broking firm 
implemented to counteract the challenges encountered when doing 
business in other African countries? 
All 20 participants answered this question and three themes and ten categories 
related to this emerged.  
5.5.1  Theme 1 
The South African insurance broking firm has established its own network of local 
brokers in each African country and is improving its capacity regarding its knowledge 
of local African markets. 
Category 1: 20 out of 20 participants said the South African insurance broking firm 
has established its own network of local brokers in each African country where it 
operates.  
 Participant 3: “Operational issues such as failure of systems and processes 
are present due to our involvement with partners.” 
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 Participant 7: “Human error can result in reputational damage to the firm.” 
 Participant 6: “It is not easy to train and maintain a solid team of highly 
qualified staff. The firm works hard to attract and retain the best talent, 
however, the hardships of international business makes this a daunting task 
for our firm.” 
All 20 participants remarked that the insurance broking firm in the study uses and 
relies on partnering or collaborating with locally licenced brokers within foreign 
African markets. 
 Participant 12: “Broker networks provide means through which the firm can 
function in other countries without breaking rules”. 
 Participant 14: “The firm uses network brokers as a platform to collect and 
repatriate its earnings without contravening any regulatory rules” 
Participant 7: “The firm partnered with a French broker licenced in several 
Francophone territories, in order to get over the language barrier”Category 2: The 
South African insurance broking firm is improving its capacity regarding its 
knowledge of local African markets through research and learning. 
5 out of 20 participants commented on this subject as follows:   
 Participant 1: “We have strategically placed members of our team in different 
target regions of the African continent for purposes of market research and 
learning. This learning is critical as it informs our strategy formulation. Further 
when we decide to move into new territories we do not go in blind”. 
 Participant 5: “The firm enjoys good relationships with its partner brokers in 
different territories and one of the benefits to the firm is that it acquires market 
knowledge through information sharing with local brokers.” 
 Participant 20: “The firm partnered with a French broker licenced in several 
Francophone territories, in order to get over the language barrier.” 
5.5.2  Theme 2 
The South African insurance broking firm has increased its value proposition to its 
African clients, is focused on attracting highly qualified and skilled staff and on 




Three categories relate to this theme.  
Category 1: 8 out of 20 participants indicated that the South African insurance 
broking firm has increased its value proposition to its African clients so as to secure 
and maintain its market share in other African countries. 
 Participant 6: “The firm is training people in different territories in order to 
improve the quality of service provided to clients”. 
 Participant 9: “We have enhanced our value preposition to the clients by 
adding what we call Value added Products (VAPs). We have achieved this 
through innovation of specialist resources that the firm has acquired.” 
 Participant 20: “ The new Risk Advisory division has proven to be a success. 
This service helps us to provide risk solutions outside of the scope of 
conventional short term insurance. For example not all risks can be 
transferred or treated through insurance, and so we are able to advise the 
client on how to mitigate such risks through other risk financing mechanisms.” 
 Participant 2: “We are differentiating ourselves through unique products and 
additional complimentary services which we provide to our clients. Further we 
also specialise in several niche business classes which are a preserve of only 
the few brokers.” 
Category 2:  6 out of 20 participants emphasised that the South African insurance 
broking firm endeavours to attract and retain highly qualified and skilled staff that has 
strong international business experience.  
 Participant 4: “Our firm is rated as one of the best firms to work for because 
of our generous remuneration structures. As a result, we attract the cream of 
the industry professionals.” 
 Participant 14: “ We have on our team top managers that posess a wealth of 
experience in international business and they enhance our knowledge and 
experience of foreign markets. This feature of of firm makes us attractive to 
professionals seeking to venture into international business.” 
 Participant 5: “The firm continuously invests in training and employee 
wellness and highly competitive remuneration structure in order to attract and 
keep talented employees.” 
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Category 3: 9 out of 20 participants commented that the South African insurance 
broking firm is strengthening its operational capacity in order to compete effectively 
in African markets. 
 Participant 1: “I can sum up our internationalisation strategy as follos: 
Digitisation, Networks, and stakeholder engagement. This has been our 
winning formula and game plan.” 
 Participant 10: “The firm is endowed experience and expertise in many fields 
of insurance, technical skills and many other resources to help it to achieve its 
objectives. Our human resources are highly motivated by the platform we 
offer them for growth and development. I see a greater opportunity to increase 
this and to transpose all the current capabilities in a wider scope through 
internationalisation into the rest of Africa”. 
 Participant 18: “The firm has implemented the staging and networks strategy, 
I am the key contact and liaison resource in Kenya and the plan is for the firm 
to eventually establish a licenced holding in Kenya.” 
5.5.3  Theme 3 
The South African insurance broking firm has increased its interaction with clients 
and insurance brokers in African countries, invested in employee wellness 
programmes and in upgrading technology. 
16 out of 20 participants’ comments resulted in this theme and four categories 
emerged as follows: 
Category 1: 14 out of 20 participants commented that the South African insurance 
broking firm has increased its interaction with clients in African countries in order to 
obtain their commitment to the business relationship. 
 Participant 5: “Increasing engagements with our clients at head office level 
has helped the firm with dealing with problems such as resistance from 
clients’ local teams in various territories.” 
 Participant 16: “Involving the clients head office in challenging matters that 
occur in other territories make it easier for us to perform our mandate”. 
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 “Growing the network by introducing reputable network partners with superior 
ratings and expertise in specific areas helps the firm maintain consistency in 
its superior service delivery.” 
 Participant 2: “This is the core of our strategy, I say this because everything 
else hinges around the health of our relationships with our clients. “ 
Category 2: 12 out of 20 partcipants highlighted that the South African insurance 
broking firm has invested in upgrading technology which they then share with their 
African network partners in other African countries. 
 Participant 4: “ The firm has invested in technology that it shares with its 
partners and clients in various countries.” 
 Participant 14: “ The firm has invested in upgrading technology, for example 
we have recently rolled out an insurance software package with integrated 
functionalities and it is a programs management tool that is universally used in 
all territories. The firm has also introduced video conferencing facilities to 
improve communication with partners and clients across all territories.” 
 Participant 20: “We are able to keep track of everything happening on the 
ground in real time through our system, for example insurance claims can be 
reported  and registered online anywhere in Africa.” 
Category 3: 6 out of 20 participants remarked that the South African insurance 
broking firm has invested in employee wellness programmes. 
 
 Participant 4: “ The firm continuously invests in training and employee 
wellness and highly competitive remuneration structure in order to attract and 
keep talented employees”. 
 Participant 14: “Our employees work in a high pressure environment and the 
firm ensures to support a work life balance by proving various employee 
benefit schemes to all employees.” 
 Participant 7: “The firm values its people and emphasise a culture of putting 
its people first. Speaking for myself I can confirm that I am well taken care of.” 
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Category 4:  18 out of 20 participants said that the South African insurance broking 
firm constantly engages with the insurance regulators in other African countries with 
the aim of obtaining its local licence to do business in those countries. 
 Participant 5: “We do not shy away or hide from local regulators. Being a 
South African insurance broker opens many doors for us. The South African 
insurance market is well developed and advanced and we are able to export 
knowledge and technology to the rest of Africa. Regulators view us in a 
positive light in several territories and the expectation from them in most 
cases is that we would eventually apply for a fully-fledged licence”. 
 Participant 8: “I consider regulators as the most important stakeholders we 
have to engage. I think we have done well in that regard, the firm always 
maintains, transparency and accountability with the authorities”. 
 Participant 14: “Compliance to local regulations is important. Our compliance 
team work involves interacting with regulators and to keep the firm informed 
concerning the latest regulatory changes.” 
5.6 Summary of findings 
Objective 1: To identify opportunities that the South African insurance 
broking firm encounters during the internationalisation process 
Finding 1.1:  Firms that internationalise early into African countries will enjoy 
first mover advantages in challenging business environments, and will gain a 
reputation in the insurance industry as having the necessary internal 
capabilities and competencies to undertake international business. 
Finding 1.2: Internationalisation will provide the firm an opportunity to expand 
its operations, into other African countries and to diversify its product range, 
thereby introducing new revenue streams and increasing profitability. 
Finding 1.3: Organisational learning and developing operational excellence 
firm will contribute towards the firm developing a competitive advantage. 
Objective 2: To understand what challenges are experienced by the South 
African insurance firm during the internationalisation process into the 
African insurance market? 
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Finding  2.1: It is difficult to repatriate or remit earnings and profits from other 
African countries back to South Africa due to legislative and tax requirements, 
credit control systems are underdeveloped and inefficient in other African 
countries and doing business in other African countries is more costly than in 
South Africa. 
Finding 2.2: It is difficult for South African insurance brokers to work with 
other African insurance brokers and to serve clients based in other African 
markets and unethical behaviour by the firm’s African business partners 
comprises professional customer relationships. 
Finding 2.3: Legislative and compliance requirements in other African 
countries constrains the South African firms operations in those countries. 
Finding 2.4: Outdated technology, poor and inadequate infrastructure, political 
and macroeconomic instability, cultural bias, corruption and unethical business 
are challenges experienced by the firm when doing business in African 
countries. 
Finding 2.5: The South African firm’s brokers are more skilled and 
knowledgeable in financial services than their African counterparts and this 
gap compromises efficiency. 
Finding 2.6: Commercial risk is prevalent for the firm when a local broking 
partner from an African country does not fulfil their business obligations. 
Objective 3: To develop strategies that the South African insurance 
broking firm can implement in order to successfully manage the 
challenges encountered during the internationalisation process into other 
African countries.  
Finding 3.1: The South African insurance broking firm has established its own 
network of local brokers in each targeted African market and is improving its 
capacity regarding its knowledge of local African markets. 
Finding 3.2: The South African insurance broking firm has increased its value 
proposition to its African clients, is focused on attracting highly qualified and 
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skilled staff and on strengthening its operational capacity in order to compete 
effectively in African markets. 
Finding 3.3: The South African insurance broking firm has increased its 
interaction with clients and insurance brokers in African countries, invested in 





DISCUSSION AND ANALYSIS OF FINDINGS 
6.1  Introduction  
The results of the study were presented in the previous chapters and the responses 
to the semi-structured interviews of all 20 research participants also noted. These 
findings are subsequently interpreted and analysed against existing literature in 
order to achieve the set objectives of the study.  
6.2  Background of Participants  
As indicated in chapter four, section A of the interview guide sought to obtain 
information on the background of participants.  According to Jha (2017), a sample 
must have three main features: consistency, diversity and transparency. The sample 
is made up of employees of diverse backgrounds, and each participant holds 
different years of experience. These factors contribute to achieving the three 
features require for a good sample. This questions asked in this section were aimed 
at obtaining an understanding of the characteristics of participants in the study as it 
is critical in the interpretation of their responses.   
6.2.1  Number of years in the firm 
The participants had a combined total of 90 years’ experience working for the firm in 
various functions. This information is useful in gaining an understanding of the 
contextual factors that influence the answers and feedback provided during the 
interviews. 
6.2.2   Nationality 
Fifteen (15) of the participants are South Africans while five participants are from 
different countries such as Zimbabwe, Kenya, Ghana, Nigeria and Senegal It is 
important to consider the participants’ nationality because the firm has already 
engaged in international business and its internationalisation activities have resulted 
in onboarding of non-South African nationals. The Enago Academy report: (February 
2019) says that specifying the country and region or city where each participant lives 
is particularly important when participants in the study are of different nationalities, or 
when if the research study is being written for an international audience.  
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6.2.3  Firm characteristics 
The researcher sought information relating to firm characteristics through secondary 
data obtained from the insurance broking firm in the study website and profile 
brochures. This information was relevant to the study because it provided an 
understanding of the firm level’s internal and external context. For example, 
secondary data shared on the market details of each African country the firm 
operates in provides a good foundation of understanding the basic market dynamics 
relating to that particular environment. 
6.3  Internationalising a South African insurance broking firm into Africa 
The study was based on three main objectives: 1) to identify opportunities in 
internationalising the firm; 2) to identify challenges experienced in internationalising 
the firm; 3) to identify the actions the firm has implemented in order to overcome 
challenges. This section of the chapter discussed the findings that link to each of the 
three objectives.  
6.3.1  Objective 1: To identify opportunities that the South African insurance 
broking firm encounters during the internationalisation  
Finding 1.1: Firms that internationalise early into African countries will enjoy first 
mover advantages in challenging business environment, and will gain a reputation in 
the iindustry as having the necessary internal capabilities and competencies to 
undertake international business. 
Finding 1.2: Internationalisation will provide the firm an opportunity to expand its 
operations into other African countries and to diversify its product range. 
Finding 1.3: Organisational learning and developing operational firm excellence will 
contribute towards the firm developing a competitive advantage. 
The above findings have been considered in line with the first objective and the study 
concludes that the perceived opportunities, as highlighted by participant responses, 
justify a strong business case for internationalising the insurance broking firm in the 
study. These opportunities point to one central theme which is that the firm stands to 
benefit from new market growth and market development prospects.  The section 
below is a discussion of each of the three findings that fulfil objective 1. 
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Firms that internationalise early into African countries will enjoy first-mover 
advantages in challenging business environments and will gain a reputation in 
the insurance industry as having the necessary internal capabilities and 
competencies to undertake international business. 
The Bluestream Report (2016) states that firms go international to the first mover in 
the target market before a major competition gets in, getting strategic benefits such 
as technological leadership, brand image, customer loyalty and competitive poisition. 
In the case of the insurance broking firm in the study the participants confirmed that 
the motive for internationalisation is market positioning. 
Remarks shared by the participants in response to the first research question 
revealed that all particpants are optimistic about the firm’s prospects in 
internationalising the firm. This is based on the participants' belief that 
internationalisation will provide it with a leading market position. Different comments 
and remarks from all 20 participants highlighted that the biggest opportunity is 
growth in turnover as a result of new business generated from other countries. While 
the firm has performed well in South Africa and is in a profitable position, participants 
feel that there are even better chances to generate more revenue for the firm 
through venturing into international business. This view is line with the findings of the 
Velocity Report (July 2019), which states that globally, about 45% of middle-market 
companies make more than half of their revenue overseas. 
The insurance broking firm in the study’s decision to internationalise is motivated by 
pull factors such as market seeking activities, as postulated by Boso, Adeleye and 
White (2016). It’s internationalisation drive is a confirmation of Adeleye et al. (2015) 
and the views of Ibeh (2015) that South African firms dominate internationalisation 
activities within the African continent. 
Adeleye (2015) revealed that there are growing South African FDI activities into 
other African countries. However, Drago et al. (2017:661-675) and Robeznieks 
(2018) observed that African markets are highly concentrated; several participants 
remarked and confirmed that in the insurance sector, these highly concentrated 
markets are dominated by large name multinational insurance broking firms. Further, 
according to the participants, venturing into African markets is generally perceived as 
being too risky and difficult, which could also be influenced by a factor highlighted in 
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this study’s problem statement, that South Africa is historically a closed economy 
and South African firms desiring to enter into international markets have limited 
experience in internationalisation (webb, 2007:666-667: Johns & Inngs, 2011:1-15: 
Stoddard,2019). 
Participants suggested that the success of the internationalisation process of The 
insurance broking firm in the study will set it apart as possessing the necessary 
internal capabilities and competencies to undertake international business. The 
interesting part of this finding is that participants remarked that succeeding in 
internationalising will help boost its reputation, affirmed by (Gonzalez, Sanchez and 
Morales de Vega (2018), who state that corporate reputation is an intangible asset 
that induces the firm’s value.  
Ojaite (2018) holds a contrary view by stating that all multinational firms of African 
origion suffer what he refers to as ‘The liability of Aficannes’ . Ojaite’s view supports 
the idea that in Africa a good corporate reputation does not necessarily shift the 
consumers’ perception because of loyalty to westen brands and goods, which is 
reasonant of the colonial era when western-made goods were always considered 
superior. Arino (2015) opposes this view by asserting that Africanness can prove to 
be an asset, not a liability for the firm, which may be influenced by embracing values 
behind Afro-capitalism across the continent. This would result in rising confidence 
levels within the markets and among clients of the insurance broking firm in the 
study. 
According to Ey (2018), South Africa is the biggest insurance market in the 
continent. It is highly sophisticated and well-regulated and has the highest 
penetration rate in Africa. Participants expressed confidence, basing it on the fact 
that the firm has developed many capabilities that have allowed it to edge ahead of 
the competition, and that the firm could leverage this competitive advantage as it 
spreads out into the rest of the continent.  
Several participants commented on how internationalising the firm would provide a 
good platform for the firm to exhibit its capabilities. Participants feel that a widening 
new customer base would help the firm to identify and create unique opportunities 
for filling in the gaps in local markets. Internationalising the firm would allow the firm 
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to deploy the best of its resources and to demonstrate its capabilities in international 
business, thereby increasing its competitive edge. 
This means the demands of international expansion will require the firm to deploy the 
best of its resources. For example, participants highlighted how technological and 
infrastructural challenges hindered communication and interaction between the firm 
and its clients and employees in other countries. To overcome this challenge, the 
firm invested in the state of the art video conferencing equipment which now makes 
it easy for people to communicate in multiple territories in real-time. 
The sense of confidence observed in the participants’ responses was based on the 
fact that few local companies own such advanced technology. These views are 
supported by the resource-based approach mentioned by Kokemuller (2018), who 
says that optimisation of the firm's resources is advantageous if it has overbuilt its 
domestic capacity in expectation of increased sales’ opportunities that did not 
materialise. The extra capacity flowing out of the firm’s resources can be expanded 
through internationalisation. 
Another interesting observation made from the participant’s responses was that the 
firm would be able to impart knowledge and skills to its network partners. This would 
result in rising or improving a local partner’s profile. According to one participant, 
they believe that the firm’s presence in any market would contribute immensely to 
the development of the same market through the transference of business best 
practice as well as granting the local clients and markets to other global insurance 
markets. Saleh and Palacios Alcala (2018)  agree, while Wheeler (2017) opposes 
the idea that the best practices of only one firm can impact and change the culture of 
a whole market, and says no one can do it alone. However, this, coupled with the 
firm’s learning of the local markets, would significantly increase its competitive 
advantage. 
Internationalisation will provide the firm an opportunity to expand its 
operations into other African countries and to diversify its product range 
thereby increasing profitability. 
Participants commented regarding the competitiveness of the South African 
insurance market, and some remarked that the local market is saturated, hence the 
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insurance broking firm in the study is seeking new markets, which was consistent 
with the findings of the Bluestream Research (2016).  
In this finding it also came to light that the insurance broking firm in the study seeks 
to diversify its product range. This means that the firm would like to launch and 
introduce new products in other countries. Specifically, participants shed light on the 
fact that the insurance broking firm in the study’s South African business focused on 
specialist types of insurance product lines whereas international markets are more 
broader and open, allowing for an increase in the spread of products offerings that 
the firm could explore.  
In the literature covered in this study, Raymond Vernon’s Product Life Cycle theory 
was mentioned as one of the models firms use in their internationalisation process. 
This theory suggests that all labour and components involved in producing a product 
come from the country of its origin. Vernon further explains the various stages of the 
product cycle and at the maturity stage the original product manufacturer may modify 
some future of the product in order to attract a new audience  (Audretsch, Sanders & 
Zhang, 2017). 
Participants’ views were that the South African market is satuarated, hence the firm 
is using the strategy of product diversification outside local borders. This strategy 
may increase competitive advantage to the insurance broking firm in the study as the 
new products may create novel solutions for its international clients. 
Organisational learning and developing operational excellence will contribute 
towards the firm developing a competitive advantage. 
The above finding was interesting in that the participants demonstrated an 
understanding of the value and importance of organisational learning. For the 
insurance broking firm in the study, organisational learning encompasses acquiring 
new knowledge and developing existing information and ideas to enhance its 
internationalisation process. The study found that the insurance broking firm in the 
study has invested significantly in organisational learning. For example, the firm 
actively spends time and resources within each market in order to gain first hand 
knowledge and experience of those markets. 
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The strategy of the insurance broking firm in the study is synonimous with the 
Uppsala model, evident in the following patterns: 
1. Participants advised that the firm has invested in regional satellite offices in 
target markets, which includes infrastrural investment, human resources and 
research and development activities. This has been done with the intention of 
progressively scaling up investment and deploying more resources as the 
firm’s knowledge and understanding of a particular market grows. According 
to  the classic behaviourial theories of Cyert and March (1963): Aharoni 
(1966): Johanson and Valne (1977): and Cavusgil (1980), internationalisation 
refers to a process where a firm progressively scales up its international 
expansion. 
2. The initial process in the Uppsala model involves the increased development 
of knowledge about the targeted markets (Forgsen, 2002) and this pattern is 
evident in the participant remarks and comments on this subject. 
How does firm learning enhance the competitive advantage of the insurance 
broking firm in the study? 
The firm can proceed with confidence as increased knowledge of the markets 
reduces uncertainty, confirmed by Saleh and Palacios Alcala (2018), who posit that 
the Uppsala model emphasises the need for firms to consider entering markets they 
understand and where there are low uncertainty levels and more perceived 
opportunities. Hofstede (1984) posits that different societies thrive to eliminate or to 
cope with uncertainties of life through religion, law, and technology within their 
society, and firms attempt to achieve this through implementing rules, rituals, and 
technology.  
Societies with a high uncertainty avoidance desire structure environments and 
settings governed by rules and regulations, whereas societies with low uncertainty 
avoidance are comfortable in unstructured conditions and settings which 
accommodate vagueness and elasticity (Slawinski et al. 2017: Afsar & Masood, 
2018). This angle of analysis seems to suggest that firms with a high uncertainty 
avoidance are risk averse, while the opposite might be true that firms with a low 
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uncertainty avoidance have a higher risk appetite when it comes to 
internationalisation activities. 
Rashid’s (2016) analysis of Aon’s entry strategy reveals that Aon uses long-term 
orientations and low uncertainty to ensure the sustainability of its internationalisation 
process. Rashid (2016) further noted that Aon seems to have utilised the agency 
approach strategy to enter some territories while some of its business units follow 
the Uppsala model. 
6.4  Objective 2: To understand what challenges are experienced by the 
South African insurance firm during the internationalisation process into 
the African insurance market 
Finding  2.1: It is difficult to repatriate or remit earnings and profits from other 
African countries back to South Africa due to legislative and tax requirements ; 
credit control systems are underdeveloped and inefficient in other African 
countries and doing business in other African countries is more costly than in 
South Africa. 
Finding 2.2: It is difficult for South African insurance brokers to work with 
other African insurance brokers and serve clients based in other African 
markets, and unethical behaviour by the firm’s African business partners 
comprises professional customer relationships. 
Finding 2.3: Legislative and compliance requirements in other African 
countries constrains the South African firms operations in those countries. 
Finding 2.4: Outdated technology, poor and inadequate infrastructure, political 
and macroeconomic instability, cultural bias, corruption and unethical business 
are challenges experienced by the firm when doing business in African 
countries. 
Finding 2.5: The South African firm’s brokers are more skilled and 
knowledgeable in financial services than their African counterparts, which gap 
compromises efficiency. 
Finding 2.6: Commercial risk is prevalent for the firm when a local broking 
partner from an African country does not fulfil their business obligations, 
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Concerning the second objective, the study finds that risks of internationalisation as 
described by Cavusgul, Knight and Rosenburger (2017)  are indeed present during 
the internationalisation processs of the insurance broking firm in the study. The four 
types of risks identified are commercial risk, cross-cultural risk, country risk, and 
currency risk. It wa,s however, revealed that the extent and impact of these risks are 
not the same for the insurance broking firm in the study.  
It is difficult to repatriate or remit earnings and profits from other African 
countries back to South Africa due to legislative and tax requirements; credit 
control systems are underdeveloped and inefficient in other African countries 
and doing business in other African countries is more costly than in South 
Africa. 
The section below breaks down the components mentioned in this finding as follows: 
 Difficulty in repatriating or remitting earnigs and profits from other African 
countries back to South Africa due to tax requirements and exchange control 
laws. 
The study found that there are financial issues such as the difficulties which the 
insurance broking firm in the study encounters in repatriating earnings made in 
foreign markets to South Africa, its home country. These issues emanate from tax 
liability for transactions, transfer costs of moving funds between countrie,s and 
exchange control restrictions and rules are forms of commercial risk experienced by 
the insurance broking firm in the study. Participants highlighted that huge delays in 
retrieving cash are experienced in some territories because of the requirement to 
obtain authorisation or clearance from central banks before any foreign payer can 
release funds.  
Some partcipants remarked on the methods that the firm uses to overcome these 
challenges, and some participants confirmed that the insurance broking firm in the 
study uses the strategy of delaying repatriating its foreign earnings. This, according 
to the partcipants, allowed the funds to accumulate, thereby justifying one large 
transaction during the repatriation process. Participants also advised that the firm 
also carefully times when to collect its offshore funds. For example, the repatriation 
takes place when the South African Rand is trading weak against major currencies 
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such as the US dollar or the Euro. Chen (2015) strongly disagrees with this strategy 
by stating that it results in high levels of  offshore cash holdings, which can lead to 
agency problems. 
 Credit control issues 
Particpants raised the point that some international clients of the insurance broking 
firm in the study fail to honour and service debt obligations on time, thereby creating 
credit control issues which then lead to credit risk exposure. All these issues 
culminate in cash flow impact on the firm. 
 Inefficient systems 
Efficient and reliable information systems form an important part of international 
business. Intergrated systems assist in providing consolidated reporting and also 
reliable quality data. Partcipants commented that inefficient systems are a huge 
hinderance to the flow of information and data, which impairs operational 
effeciencies in some cases. (Nambisan, Zahra & Luo, 2019), and assert that the rise 
of digital platforms and ecosystems (DPE) impact value creation and innovation  
from multinational corporations. 
Legislative and compliance requirements in other African countries constrains 
the South African firms operations in those countries – Commercial Risk 
The study finds that regulatory restrictions on foreign markets are among one of the 
biggest challenges that limit what the insurance broking firm in the study can do, and 
how it can conduct business in foreign markets. One interesting observation is that 
some risks can straddle between two categories. For example, some regulatory 
restrictions can be influenced by a country’s unfriendly and hostile attitude towards 
foreign investors; in this case, regulatory restrictions are both commercial and 
country risks. 
Staff, S.O.A. (2018) and Sando (2019) highlight that all admitted insurance firms 
and intermediaries must comply with all state regulations regarding conducting 
insurance business. An admitted insurance firm or intermediary is approved and 
authorised to conduct insurance business in the country by the state’s insurance 
licencing and regulatory body; whereas a non-admitted insurance firm is a foreign 
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insurance firm or intermediary that has not been granted permission to operate or 
conduct insurance business within the local market.  
The insurance broking firm in the study has registered companies in foreign 
countries such as Kenya, Senegal and Nigeria, but those entities have not yet 
been licenced as admitted financial services providers in those countries. This 
means that they are not yet licenced to operate or provide direct services to 
clients; hence, the firm relies on the use of local networks as a front in order to 
comply. Participants highlighted high concern over the risk of non-compliance to 
regulatory requirements in foreign countries as this can have severe 
concequences such imposition of high penalties, even the threat of being barred 
from conducting business in a particular country. 
Participants pointed out that regulatory requirements tend to spell out the rules 
around how financial products are structured, rules regarding marketing them and 
procedures and processes of handling consumer complaints and disputes. 
Regulatory requirements also stipulate the financial soundness thersholds of 
licenced firms. 
Outdated technology, poor and inadequate infrastructure, political and 
macroeconomic instability, cultural bias, corruption and unethical business 
are challenges experienced by the firm when doing business in African 
countries 
This finding is broken down and analysed below as follows: 
 Outdated technology, poor and inadequate infrastructure – Commercial risk 
Participants remarked that the firm experiences delays and inneffciencies resulting 
from network partners’ outdated technology and poor and inadequate infrastructure. 
The impact of this is confirmed in the literature of Newman et al. (2016): Adeleye and 
Esposito (2018): and Amankwah-Amoah (2018), who all agree that some of the 
fundamental obstacles to competitiveness emanate from poor infrastructure. 
 Political and macro-economic instability  Political risk 
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The literature in this study shows various forms and aspects of political risk, 
highlighted in the works of various authors as follows:Property and asset seizures – 
(Yu, 2016:66:889: & Lanshu,, 2018) 
The study found that the insurance broking firm in the study has not encountered this 
risk in any of the countries it is trading in. None of the participants confirmed or 
mentioned any incidents, therefore this risk exposure is minimal. Yu (2016) and 
Lanshu (2018) mention that property and asset seizuires is a possible risk in some 
states, which happens when the host country’s government justifies a reason for a 
takeover of assets belonging to the firm. Property and asset seizuires can be in the 
form of confiscation, or expropriation or nationalisation, although these risks have not 
been mentioned in the participant responses. 
Conflict and violence – (Mwawanza 2015: Muzurura, 2016:1-19: Oh & Oetzel, 
2017:714-731: Rustarnovich, 2019)  
Several particapants made comments about the threat of terrorism in countries such 
as Kenya, Mozambique and Nigeria,  confirming that although the insurance broking 
firm in the study has not been directly affected, the risk exposure to these issues 
does exist. Participant 1, who is the most senior participant in terms of role within the 
sample, metioned the rise of kidnap and ransom cases in Nigeria and Mozambique 
as a direct threat to the firm and its employees deployed in those regions. The 
authors mentioned that outbreaks of aggression within a country or between states 
can result in catastrophic results on the conduct of business and trade. 
Another interesting insight gained from this finding was that countries experiencing 
economic sanctions from world economic superpowers suffer perpertual macro 
economic instability. Several particpants remarked how the insurance broking firm in 
the study has been impacted in a country like Zimbabwe which has been placed 
under targeted sanctions by western countries. This position is highlighted by 
Mwawanza (2015) and Muzurura (2016 :1-19), who posit that any form of sanctions 
have a huge impact on economic performance of a country as well as a negative 
impact on its ability to attract FDI. 
Restrictions on repatriation of profits - (Singh, 2016:13-56: Morgenstern,2016:333: 
Petrova, 2019: 115-119) 
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The risk has been already mentioned and classified under regulatory risk, although 
the above authors point out the two opposing views on this issue. There is a school 
of thought that is against repatriation, the latter usually influenced by political factos, 
hence this aspect of regulatory risk is being mentioned under political risk. 
Participants remarked that this risk exists and the firm has encountered this threat 
before. 
Change in Government – (Yashuda & Mitsuhashi, 2017:749-774) 
Participants used Zimbabwe as an example of how change in government can 
impact the firm’s internationalisation activities. According to the particapants’ 
remarks, the insurance broking firm in the study signed a contract to provide its 
services to a huge international mining conglomerate in October 2017, when there 
was a change in government the following month. Unfortunately, the new deal had to 
be cancelled as the new administration did not want to carry on the obligations and 
agreements entered into by the previous government. This outcome confirms 
Yashuda and Mitsuhashi (2017), who stated that critical sectors such as energy and 
mining  are key to a country’s economy and can be severely impacted. 
 Cultural bias –Cross-Cultural Risk 
The study’s findings are that cultural bias exists in different societies that the 
insurance broking firm in the study interacts with. For example, one participant 
remarked that in some west African cultures it is taboo for a woman to address men 
and so the firm has to take that into account when deploying its employees to such 
communities. The are other dimensions of cross-cultures that have a direct impact 
on the firm’s international activities. For example, some particpants highlighted that 
people in most African societies engage diffently when interacting with people 
perceived to be of the a higher authority or social class than when they are 
interacting with peers.  
This observation aligns with Hofstede (1984): Lee, Pilutla and Law (2000): Kirkman 
et al. (2009): Krrause, Filatootchev and Bruton,  (2016): and Winterich and Grewal 
(2018), who all mantain that high power distance is prevalent in societies with high 
inequality levels, while low power distance is found in societies where inequality is 
simply not acceptable. 
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 Corruption and unethical business practices – Commercial Risk 
Several participants mentioned the challenge of corruption and unethical business 
practices. Some participants felt that the firm could optimise its performance if 
corruption is identified and managed well. Practices such as bribery, sabotage, 
deliberate lack of transparency were sighted as examples by the participants. 
Another participant complained about the limited legal recourse the firm might have 
when dealing with cases of corruption. This is confirmed by Wang et al. (2015), who 
posit that corruption thrives in business environments with underdeveloped 
institutions. Zoogah et al. (2015) state that African institutional environments have 
been inundated by graft over the recent past. 
The South African firm’s brokers are more skilled and knowledgeable in 
financial services than their African counterparts and this gap compromises 
efficiency  
Participants also pointed out issues such as skills and knowledge gaps between its 
team and their foreign counterparts who work for partner brokers in the various 
African territories.The study finds that there is a huge gap that results in counterparty 
risks involving liabilities indirectly incurred by the insurance broking firm in the study 
through the actions or failure in the performance of partners.  
The firm could be held liable for the actions of another, or any negative perception 
regarding a partner firm could rub off and stick to the firm. Kowit et al. (2016) stress 
the need for effective and adaptive risk management as a tool to tackle counterparty 
risks facing the firm. 
Commercial risk is prevalent for the firm when a local broking partner from an 
African country does not fulfil their business obligations  
Participants advised that the insurance broking firm in the study does not have a 
licence in the foreign territories it is venturing into, and therefore it relies on partners 
based in those foreign markets. Management may make planning mistakes such as 
timing the entry of a new market, and selection of poor partners (Prakash & Barua, 
2016:63-81: Awasthi, Adetiloye, & Crainic, 2016:510-525). This interesting insight is 
that repercussions of chosing poor partners has a lesser regulatory impact as the 
local partner is the one that is sunctioned; however, the impact for the firm is even 
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more severe in that it this can damage its reputation in the eyes of its client who can 
hold  the firm responsible for poor service levels and unprofessional sevice. 
It is difficult for South African insurance brokers to work with other African 
insurance brokers and to serve clients based in other African markets, and 
unethical behaviour by the firm’s African business partners comprises 
professional customer relationships 
The above finding summarises two points: 
 It is difficult for brokers of the insurance broking firm in the study to work with 
their counterpart brokers from foreign countries 
Participants highlighted that differences in culture and language is a contributor while 
some participants remarked that they simply find it difficult to connect and interact 
with their counterparts from foreign markets. 
 Unethicaal behaviour by the firm’s partners compromises professional 
customer relationships. 
This finding shows that customer relationships are far more important for the 
insurance broking firm in the study, which participants emphasised in their 
comments, that the biggest pull factor into international markets is the firm’s 
customers. These views are backed by Cavusgul, Knight and Rosenburger (2017), 
who posit that the initial interaction between the firm and an international market may 
be a result of a direct export transaction by the firm to a foreign customer. It may 
arise from an unsolicitated approach by the foreign customer after seeing the firm’s 
products or services showcased in some international trade platform such as a trade 
fair. The firm therefore needs to live up to and maintain a great reputation with its 
customers. 
The above findings are interrelated, therefore the approach used was to cluster them 
under common broader themes drawn from the data collected. The broader themes 
are as follows: 
i) financial issues; 
ii) regulatory restrictions; and 
iii) stakeholder issues. 
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6.4.1  Financial issues 
One of the major findings of this study is that the South Africa insurance broking firm 
that is internationalising into Africa faces financial issues. The most prominent 
challenge observed from all 20 participants’ responses was that the firm is faced with 
an array of financial complexities. This view is consistent with arguments made by 
scholars such as Ibeh, Wilson and Chizema (2012): Streitwieser et al. (2015:24-26): 
Boso, Adeleye and White (2016), who maintain that although there are many 
attractive prospects in internationalising a firm, financial challenges are a factor in 
the consideration of business trade off decisions to be made by international firms. 
The insurance contract is termed as cash and carry contracts in many African 
economies, meaning that most transactions involve payment of a consideration 
referred to as the premium before the contract can be binding to the insurers 
(Bluestream Research, 2016).  
Participants’ responses and the findings of this study proved that this is not always 
the case because the firm struggles to get all due receivables on time. Further, the 
participants pointed out that the challenges encountered in following up due 
payments are linked to the disconnect between the clients and the network partners 
who interface directly with clients locally. This challenge leads to liquidity problems 
for the firm. 
Another revelation of the study obtained from the participants was that there is the 
challenge of repatriation of earnings from the territories, partly due to restrictions by 
exchange control rules, and the other part of the challenge is contributed by delays 
in processing payments by network partners.  
Another financial challenge that emerged was that the cost of doing business in 
Africa is high. Participants in the study confirmed this in their comments and 
responses, as observed in the findings discussed in chapter four. For example, the 
firm has to share up to 50 % of its earnings with the local network partners. 
Expenses such as regulatory withholding tax and other statutory levies, staff 
expenses for travel and accommodation diminish the net payments to be received by 
the firm. This is in line with the observations of Hufeld, Koijen and Thimann (2016) 
who declared that these financial issues result in high management and operational 
costs and is compounded by high levels of risks for the foreign insurance provider. 
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Hufeld, Koijen and Thimann (2016) found that these financial complexities form the 
premise for the perception that global insurance management and internationalising 
within African markets is extremely difficult and requires high levels of market 
expertise and local collaboration within targeted markets.  
This discussion links to the Coase’s transaction costs theory included in the literature 
study. Coase argues that it is impossible for the firm to grasp and understand how 
the economic system functions without taking into account transaction costs. Coase 
states that the importance of this forms the basis of establishing economic policy 
which is key during the internationalisation process of the firm (Watkins, 2013; 
Dagdeviren & Robertson, 2016: 1707-1724). 
6.4.2  Regulatory Restrictions 
Krishnan (2013) advised that many multinational companies are potentially unaware 
that their global insurance programmes may be subject to compliance challenges in 
certain jurisdictions, and the unanticipated reputational tax and other financial 
repercussions that this may cause. The participants confirmed how the firm has 
experienced this in reality as all of them explained that the firm is not licenced in any 
of the territories it operates in and that the firm has to rely on alternative 
arrangements when dealing with its clients in order to do business without 
contravening local regulations. 
Newman et al. (2016) observed that some of the fundamental obstacles to 
competitiveness are infrastructure, skills, and regulations. Regulatory limitations 
spoken of by the participants are therefore not a surprising factor in the list of 
challenges that emerged from the data collected.  
It must be noted that the South African insurance broking firm is not admitted or 
licensed to operate in any of the territories and that it relies on its network partners 
that are regulated entities within their localities. This factor is particularly important 
because it limits the activities of the firm as far as interacting with the local subsidiary 
of its multinational client is concerned. Everything has to be channelled via a proxy. 
Regulation is an all compassing factor in internationalisation and everything else has 
to work and fit within laid out regulatory frameworks, and failure to comply may result 
in dire consequences which may impact on the firm’s future within a territory.  
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Pathak, Muralidharan and Laplume (2014) posit that a stronger regulatory 
environment, smaller home market, and weaker innovation environment favour 
internationalisation. This therefore suggests that the firm should not frown upon 
strong regulatory environments because they serve the firm current and future 
interests in such territories. For example, should the firm implement full FDI in any 
one of the territories, its investment behaviour and choice of countries to invest in will 
be strongly influenced by how well regulated such markets are. 
6.4.3  Stakeholder issues 
The issue of resistant stakeholders was another challenge that emerged strongly. In 
particular, the participants spoke about experiencing resistance from the clients’ local 
teams responsible for making insurance purchasing decisions. According to several 
participants, there are varied reasons for this resistance.  
This is in line with submissions made by the Institute of Education Sciences (IES) 
and the Statewide Longitudinal Data Systems (SLDS report, May, 2016). This report 
emphasised that stakeholder engagement is one of the complex challenges facing 
an international firm, and one that must be revisited throughout the project lifecycle. 
It cited that stakeholder challenges are present when approaching new stakeholders 
who are resistant, reluctant, or ambivalent to joining a project; or working with 
stakeholders who lose interest; or have goals that compete with those of the project; 
and finally maintaining stakeholder engagement through leadership transitions 
(SLDS report May, 2016). 
Additionally, linked to the finding on stakeholder issues is the submission by the 
GIIRS Resource Guide of 2017 as well as Vershinina et al.’s (2019) view that there 
are benefits of building trust while engaging with stakeholders as sincere efforts at 
engagement can improve relations between a firm and its stakeholders. This can 
diffuse existing tensions and make it easier to solve potential problems down the 
road. 
In this study, participants expressed concerns about corruption and how the client’s 
employees in the territories away from the head office may be conflicted or biased 




The study findings further revealed that there were further concerns around the firms’ 
exposure to counterparty risks. According to participants, there was a chance of 
reputational damage. For example, if a partner acting on behalf of the firm failed to 
perform their duty or exceeded their authority, which resulted in prejudice of the 
firm’s clients.  
The firm could be held liable for the actions of another, or any negative perception 
regarding a partner firm could rub off and stick to the firm. (Kowit et al. (2016) stress 
the need for effective and adaptive risk management as a tool to tackle counterparty 
risks facing the firm. 
6.5  Objective 3: To develop strategies that the insurance broking firm in the 
study can implement in order to successfully manage the challenges 
encountered during the internationalisation process into other African 
countries.  
Finding 3.1: The insurance broking firm in the study has established its own 
network of local brokers in each targeted African market and is improving its 
capacity regarding its knowledge of local African markets. 
Finding 3.2: The insurance broking firm in the study has increased its value 
proposition to its African clients, is focused on attracting highly qualified and 
skilled staff and on strengthening its operational capacity in order to compete 
effectively in African markets. 
Finding 3.3: The insurance broking firm in the study has increased its 
interaction with clients and insurance brokers in African countries, invested in 
employee wellness programmes and in upgrading technology. 
The insurance broking firm in the study has established its own network 
of local brokers in each targeted African market and is improving its 
capacity regarding its knowledge of local African markets. 
All participants confirmed that the insurance broking firm in the study relies on 
partner networks within the foreign territories it operates in.  The networks 
approach suggests that firms do not exist in isolation like islands, but that 
there is interdependence among firms which may rely on resources outside 
their own control in order to achieve their objectives (Johanson & Pao, 2017). 
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The purpose of the networks platform is to manage interdependence and 
relationships between several business actors. 
Another finding that was clustered into the firm’s strategy is its action to increase its 
capabilities in international business. The above steps described by participants of 
opening satellite offices in strategic target locations in order to obtain experiential 
learning of the markets is an example of a strategic action taken to overcome 
challenges. The particular challenge addressed by this action is the liability of 
foreignness discussed by Boso, Adeleye and Chezema (2019). 
The insurance broking firm in the study has increased its value 
proposition to its African clients, is focused on attracting highly qualified 
and skilled staff and on strengthening its operational capacity in order to 
compete effectively in African markets 
 Attracting highly qualified and skilled staff 
Three participants who sit in the strategic team of the insurance broking firm in 
the study advised that the firm takes the issue of developing skilled human 
capital seriously. They also confirmed that the firm continues to thrive in 
creating an attractive work environment both in South Africa and 
internationally. This is in line with the views of Kerr et al. (2019), who suggest 
that highly skilled employees are at the centre of driving a successful winning 
internationalisation strategy, while Lin et al. (2017) found that uniqueness of 
skills and value are a direct result of human capital development and 
deployment. 
 Strengthening its operational capacity in order to compete effectively  
Participants commented that the firm’s incremental knowledge of targeted 
foreign markets helps it with counting the cost of internationalisation. Therefore 
the firm is aware of the resources required, and has a clear strategy of how to 
deploy those resources. This approach enhances the firm’s competitiveness  
within international markets. 
The issue of developing operational capacity and efficiency in international 
business has been covered quite extensively by authors such as Barlan-
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Espino (2017: Kusek and Silva (2018): Muazu and Tasmin (2019): 
andCherunilam (2020), who all emphasise that the business model must be 
practical and yet still be dynamic enough to allow the firm to operate within 
sophisticated business environments. 
The insurance broking firm in the study has increased its interaction with 
clients and insurance brokers in African countries, invested in employee 
wellness programmes and in upgrading technology 
 Increased interaction with clients in international markets 
Partcipants commented that the the insurance broking firm in the study is 
tightening its grip on ownership of the customer relationship and to this they 
said the firm is increasing its visibility both at head office level and at ground 
level. Participants highlighted that usually, the firm’s manadate is issued from 
the head office which can be in South Africa or any other foreign country. The 
firm would have to engage each foreign susdiary being included in the scope 
of  its services. However, an interesting insight received from this finding is 
that enforcing the mandate at each foreign subsidiary is not a straight-forward 
process as the firm experiences a lot of what participants termed as push-
backs and severe resistance. 
Participants also highlighted that enforcing the mandate may not be a simple 
process of requesting the head office to intervene and force compliance of its 
foreign programmes to the mandate given to the insurance broking firm in the 
study. It’s a long process of diplomatic engagements and relationship building.  
This has led to the insurance broking firm in the study using the strategy of 
engagement, for example, the firm offers additional value added services to 
increase its value proposition. One participant mentioned that the firm offers 
free insurance training to client teams which mantains visibility and provides 
the local teams the tools to do their jobs more effectively.  
 Investing in employee wellness 
Participants in senior positions confirmed that this strategy is in line with the 
firm’s human resource and development goals. One participant remarked 
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saying one of the firms key values is based on building its people. Participants 
also mentioned that the firm is embedding a culture of development of growth 
and learning and also emphasised on wellness, healthy living and fun. 
Participants advised that the insurance broking firm in the study keeps 
reviewing employee wellness policies according to best practice and the latest 
trends to keep up with the ever changing times. They also mentioned that the 
idea behind all this is to create the best working environment that pleases its 
employees and makes the insurance broking firm in the study an attractive 
employer to work for. 
 Upgrading technology 
Participants remarked that the insurance broking firm in the study has invested 
a lot of capital to go toward capacitating partners with limited resources such 
as poor technology. The insurance broking firm in the study is using its 
resources to leverage and create value for its clients in those markets. 
Participants gave examples, and one of them is the sharing of the insurance 
broking firm in the study’s intergrated IT system that captures and processes 
customer data in various countries in real time. 
This move empowers the partner brokers in the foreign markets because they 
now are able to perfom tasks in a high tech environment, which is often 
unparalled in several foreign markets, giving the firm a huge competitive 
advantage. 
The broader theme for the findings of the second objective is firm strategy.  
The next section elaborates how the firm has implemented this action.  
6.5.1   Summary of the Firm strategy 
From the onset of the study, it was clear that the firm is using the networks 
strategy. Several participants including participants in top management 
positions within the firm confirmed that its ultimate investment objective was to 
implement full FDI in some key territories. This means that the firm is planning 




It was also noted that the firm has established satellite offices in the target 
territories, namely, Kenya, Nigeria, Ghana and Senegal. It has also assigned 
its employees who are local nationals and respected insurance practitioners in 
those countries. According to one of the participants, although the firm has not 
applied for licencing in those countries, its presence through local satellite 
offices is for purposes of acquiring learning and to get more understanding of 
local market environments. 
One of the participants who is a senior member of the strategic team advised 
that the firm is employing a hybrid strategy that combines different 
approaches. Consistent with this is the Uppsala model, discussed in detail in the 
literature reviewed in this study. 
The Uppsala model suggests that prospective multinational enterprises start 
investing in one or few neighbouring countries rather than in a variety of countries 
simultaneously. Investment in a foreign country is carried out cautiously, gradually, 
and according to the learning progress of the multinational firm people employed in 
that market (experimental market knowledge). Thereafter, the firm is expected to 
follow a sequence from low to high commitment and to enter new markets with 
successively greater psychic distance. 
The model also emphasises the need for firms to consider entering markets they 
understand and where there are low uncertainty levels and more perceived 
opportunities (Saleh & Palacios Alcala, 2018). Experimental knowledge is acquired 
through venturing into the market albeit in incremental steps and a progressive 
investment of resources as the firm’s knowledge and understanding of the new 
market increases (Saleh & Palacios Alcala, 2018). 
In contrast, the Dunning’s Eclectic Parad igm says that there have to be three 
distinct advantages for the firm to benefit from FDI. These are referred to as 
the OLI framework, and include ownership advantages, location advantages, 
and internationalisation advantages (Dunnings, 2015). In other words, the firm 
cannot make a move until all three advantages exist.  
Parts of the strategic actions taken by the firm to address challenges 
encountered in internationalisation include stakeholder relationship 
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management as mentioned in the section above. Stakeholder relationships are 
the cog of all other factors, confirmed by the emphasis given by participants.  
Stakeholder relationships, especially those of client’s local staff and teams are 
a priority for the firm. This view is consistent with arguments made by scholars 
such as Vershinina et al. (2019) that there are  benefits of building trust while 
engaging with stakeholders as sincere efforts at engagement can improve relations 
between a firm and its stakeholders. It is therefore not surprising that some 
participants felt that stakeholder management should come to the fore as an 
important part of all firm strategies. 
6.6  Conclusion 
The study’s findings revealed that the sum of all opportunities in 
internationalising the South African insurance broking firm into other African 
markets is new market growth prospects. Its findings further confirmed that the 
challenges experienced by the insurance broking firm in the study tie in to the 
literature presented in chapter three, which focused on the work of Cavusgul, 
Knight and Rosenburger (2017) in which they identify four types of risks in 
internationalisation: commercial risk; cross cultural risk; country risk; and 
currency risk. The three broader themes into which these challenges fall can 
be described as a category of the four risks mentioned by Cavusgul,  Knight & 
Rosenburger (2017). The study revealed that the most prominent type of risk 
identified in the internationalisation strategy of the insurance broking firm in the 
study is commercial riss, and has identified the major source of this category of 
risks as the broker networks of the insurance broking firm in the study, as 
confirmed buy the participants. 
Lastly, the study’s findings revealed the actions that the firm has taken and the 
strategies it has formulated to overcome the risks and optimise its 
opportunities. The next chapter focuses on conclusions that were drawn and 





CONCLUSIONS AND RECOMMENDATIONS 
7.1  Introduction 
This chapter focuses on discussing and providing an analysis of the findings 
that emerged from this research study. The objectives and research questions 
will be reiterated followed by the  conclusions based on the findings, thereby 
fulfilling the objectives of this research. This final chapter provided 
recommendations for future research. 
7.2  Objectives of the Study 
The conclusions of this study were formed based on the following objectives: 
(i) to identify opportunities that the South African insurance broking firm 
encounters during the internationalisation process; 
(ii) to understand what challenges are experienced by the South African 
insurance firm during the internationalisation process into other 
markets; and 
(iii) to develop strategies that the South African insurance broking firm 
can implement in order to successfully manage the challenges 
encountered during the internationalisation process into other 
countries.  
7.3  Research Questions 
1. What opportunities can be identified by the South African insurance broking 
firm during the internationalisation process to other countries? 
2. What challenges are experienced by the insurance broking firm in the study 
during the internationalisation process into markets? 
3. What strategies can the insurance broking firm in the study implement in 
order to successfully manage the challenges experienced during the 
internationalisation process into other countries? 
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7.4  Conclusions based on Findings 
Objective 1 To identify opportunities that the South African insurance 
broking firm encounters during the internationalisation process.  
Finding 1.1 Firms that internationalise early into African countries will enjoy first-
mover advantages in challenging business environments and will gain a reputation in 
the insurance industry as having the necessary internal capabilities and 
competencies to undertake international business. 
Finding 1.2 Internationalisation will provide the firm an opportunity to expand its 
operations into other African countries and to diversify its product range thereby 
increasing profitability. 
Finding 1.3 Organisational learning and developing operational excellence will 
contribute towards the firm developing a competitive advantage. 
Objective 2 To understand what challenges are experienced by the South 
African insurance broking firm during the internationalisation process into 
other markets? 
Finding  2.1: It is difficult to repatriate or remit earnings and profits from other African 
countries back to South Africa due to legislative and tax requirements. Credit control 
systems are underdeveloped and inefficient in other African countries and doing 
business in other African countries is more costly than in South Africa. 
Finding 2.2:  It is difficult for South African insurance brokers to work with other 
African insurance brokers and to serve clients based in other African markets. 
Unethical behaviour by the firm’s African business partners comprises professional 
customer relationships. 
Finding 2.3:  Legislative and compliance requirements in other African countries 
constrains the South African firm’s operations in those countries. 
Finding 2.4:  Outdated technology, poor and inadequate infrastructure, political and 
macroeconomic instability, cultural bias, corruption and unethical business are 
challenges experienced by the firm when doing business in African countries. 
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Finding 2.5:  The South African firm’s brokers are more skilled and knowledgeable in 
financial services than their African counterparts, and this gap compromises 
efficiency. 
Finding 2.6:  Commercial risk is prevalent for the firm when a local broking partner 
from an African country does not fulfil their business obligations. 
Objective 3 To develop strategies that the South African insurance broking 
firm can implement to successfully manage the challenges encountered 
during the internationalisation process into other African countries.  
Finding 3.1:  The South African insurance broking firm has established its network of 
local brokers in each targeted African market and is improving its capacity regarding 
its knowledge of local African markets. 
Finding 3.2:  The South African insurance broking firm has increased its value 
proposition to its African clients, is focused on attracting highly qualified and skilled 
staff and on strengthening its operational capacity to compete effectively in African 
markets. 
Finding 3.3:  The South African insurance broking firm has increased its interaction 
with clients and insurance brokers in African countries, invested in employee 
wellness programmes and in upgrading technology. 
In terms of the strategies that the insurance broking firm in the study can 
implement to successfully manage the challenges encountered during the 
internationalisation process into other African countries, the study makes the 
following suggestions: 
The insurance broking firm in the study currently significantly relies on the 
networks strategy. This has given access to the firm into all the foreign 
markets it conducts business in. This approach is the major platform upon 
which the the insurance broking firm in the study internationalisation strategy 
sits. 
However, it has been noted that networks are the major source of commercial 
risks to which the insurance broking firm in the study is largely exposed. The 
study therefore concludes that treatment of those risks has to focus on the 
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firm’s networks. It is noteworthy that the firm has intentions of setting up fully -
fledged FDI activities in strategic markets such as Kenya, Ghana and Senegal. 
This is in line with the theory covered under the Uppsala model, which states 
that firms can initiate internationalisation action in incremental stages of the 
commitment of resources. 
Participants highlighted that there is a need to strengthen the enforcement of 
mandates once the firm has been appointed to provide its services to new 
clients. According to participants, this is important in order to reduce 
resistance from local subsidiaries of a multinational client. Because of this, the 
strategy of the insurance broking firm in the study involves strengthening its 
engagement with its multinational clients operating in African markets to create 
universal buy-in from the clients’ head offices and subsidiary operations on the 
ground in other African countries. 
7.5  Recommendations 
In line with the objectives of the study, the following recommendations are 
made: 
The study fulfilled the first objective by identifying the opportunities that are 
available for the insurance broking firm in the study in internationalising into 
African markets. It concludes that the central theme and it is that the firm 
stands to benefit from new market growth prospects and has the potential of 
breaking into the space of multinational insurance broking as a competitor of 
large western multinational enterprises that already operate in and dominate 
this field of business.  
The study recommends that the insurance broking firm in the study has to 
determine the right timing of engaging in fully-fledged FDI in its strategic 
markets. This is recommended because the firm wants to enjoy first-mover 
advantages among South African competitors who have not yet ventured into 
African markets on a full scale. Chapter three of the study revealed that there 
is low insurance market penetration in various African markets, which presents 
a great opportunity to the insurance broking firm in the study to enter into 
these markets with minimal competition. 
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The second objective of the study was fulfilled, and the findings related to it 
providing an understanding of challenges experienced by the insurance 
broking firm in the study as it internationalised into international markets, 
particularly in Africa. It has been noted that the insurance broking firm in the 
study was highly exposed to commercial risk, and the major source of this 
category of risks was its heavy reliance on network partners. The study 
recommended a review of this strategy to expedite the first recommendation of 
the insurance broking firm in the study, to scale up and engage fully-fledged 
FDI in African markets so that it can have direct access to markets, and also 
be able to compete as a domestic player in those foreign markets.  
Lastly, the third objective of the study was fulfilled as it  identified and provided 
recommendations. The overall internationalisation strategy of the insurance 
broking firm in the study should focus more on timing the upscaling of 
operations in the foreign markets. A quick withdrawal from the current model 
may harm what the insurance broking firm in the study has achieved so far, 
and slow implementation of planned actions may prove too costly as other 
competitors can move quicker. 
7.6  Recommendations for Further Studies 
1. One of the recommendations of this study was that the insurance broking 
firm in the study needs to factor in the issue of timing of fully-fledged FDI 
actions; factors such as the insurance penetration within a market, market 
regulation. and cost of doing business should be considered.  It is 
recommended that further research be conducted on the subject of the timing 
of market entry by insurance firms. 
2. This study focused on the insurance broking firm in the study and a sample 
of 20 of its employees was chosen. Das Nair (2018) emphasises that there is 
little research on the subject of internationalising into African markets. The 
study’s findings therefore provide a foundation for  further research to be 
conducted and a broader focus could be employed; for example, a research 
focus on the insurance industry development in Africa. 
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3. Further research should be conducted to provide guidelines on how 
multinational insurance brokers can partner or collaborate with local partners in 
an efficient manner.. 
4. The subject of risk emerged prominently in the findings of this study. Further 
research should be conducted to understand how multinational enterprises that 
enter into African markets manage risks that are peculiar to Africa.  
7.7  Conclusion 
It is clear from this study that there is huge potential for success for the 
insurance broking firm in the study in internationalising into other African 
insurance markets. However, the finds of this study also highlighted and 
provided an understanding of the risks that threaten the possibility of achieving 
that potential. The study therefore, provided recommendations on formulating 
a clear strategy that connects the insurance broking firm in the study to its 
goals while also helping it to insulate and mitigate against the threats. 
This study has therefore achieved all three objectives which were:  
(i) to identify opportunities that the South African insurance broking firm 
encounters during the internationalisation process; 
(ii) to understand what challenges are experienced by the South African 
insurance firm during the internationalisation process into the African 
insurance market; and 
(iii) to develop strategies that the South African insurance broking firm 
can implement to successfully manage the challenges encountered 
during the internationalisation process into other African countries.  
All findings were linked to the literature in the study. The findings will be 
shared with the executive management of the insurance broking firm in the 
study and will be useful in informing the review of their internationalisation into 
Africa strategy. Further, the findings of this study will be useful to provide 
foundational guidelines for further research on the subject of internationalising 
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Informed consent letter: 
My name is Thamsanqa Moyo. I am conducting research on the internationalisation of 
the insurance broking firm in the study into other African markets and I am would like 
to find out more about why the firm is pursuing this expansion strategy, how it has or is 
entering new markets and how it is sustaining competitivenes and profitability. 
This interview is expected to last about 30 minutes and will not exceed 45 minutes. 
Your input  will help to provide insights on the complexities, and opportunities that 
multinational insurance firms face in doing business in African markets.  
Please note that your participation in this study is completely voluntary. You may 
withdraw from the interview at any time without penalty. All data will be kept 
confidential and will be used solely for the purposes of the study. 
If you have any concerns, please feel free to contact me or my supervisor. Our details 
are provided below. 
Researcher:   Thamsanqa Moyo 
Telephone:   084 056 3093 
Email:   moyo.thamsanqa3@gmail.com  
Research Supervisor: Dr Anoosha Makka 
Telephone: 011 559 1270 
Email: amakka@uj.ac.za 
Signature of participant: ________________________________ 
Date: ________________ 










Section A- Biographic details 
i.) What is your position and role within your firm? 
ii.) How long have you worked for the firm and how long is your insurance industry 
experience? 
Section B - Research questions 
Research Question 1- Opportunities 
1. What are the opportunities in internationalising the firm? 
Research Question 2- Challenges 
2. What are the challenges experienced in internationalising the firm?  
Research Question 3 - Actions implimented to overcome challenges (Strategy) 
3. What actions has the firm implimented in order to overcome these challenges? 
 
 
